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Having entered the States of 
TEXAS and MINNESOTA 


We have desirable territory 
open for 
GENERAL AGENCIES 


CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 
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Our | Mean what they say | ou 
Policies Say what they mean Policies 


No “Frills” 
No “Limitations” 
No “Evasions’ 
No “Exceptions” 





Designed for Business and Professional Men 


Issued hy the OLDEST Accident Association offits kind 
in the United States 


For Terms and Territory Address 


ERNEST W. BROWN, Secy.-Treas. 
DES MOINES, IOWA 
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H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 





Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks Indemnity — Or- 
dinary and Industrial Straight 
Life Insurance 
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Did you ever take a Seidlitz Powder? You know— 
White and Blue papered powders. Singly in glasses of 
water and nothing happens. But mix them and you get 
action—a buzz and bubbling geyser-like upward rush, and 


down it goes. 


Consider the Seidlitz Powder as yourself. Are you a 


whole one or a half one? Most men are the latter. It is 
necessary if they are to be brought to life, if they are to 
assimilate a new idea, that some one appear on the horizon 
with the missing Twin Powder. Some one must awaken 
their ambition, stimulate their will action, put kick into 
their Cosmos. Unless such a deliverer be brought into close 


communion with them they are apt to stand still. 


And so it is with the business of soliciting life insurance. 
You will sometimes find men unresponsive; ‘No need to 
tell us that,” you exclaim. Well, perhaps not, but do you 
realize that you can rouse many of them to Favorable 
Action by pouring your Enthusiasm into the depths of their 


inaction ? 


Do you realize, do you sufficiently realize, that you have 
the power, when thoroughly consecrated to your Cause, to 
make that otherwise cold or lukewarm prospect show signs 
of Growing Interest, and finally, when sufficiently blended 
with your own Enthusiasm, bubble into Signing Up activity? 


Many a man, like a Seidlitz Powder, needs the fertiliza- 
tion process of the Idea; he needs it brought to his attention 
by a Related Force; he needs, like the Seven Sleepers, to 


be Waked Up. 


Introduce to him your Prudential Powder—Enthusiasm ; 
mix it with his inactive but potentially receptive understand- 
ing. Do this and your apparent difficulties will vanish, your 
prospect will begin to “‘rise”’ to the occasion. You will see 
his signature on the famous dotted line, because you have 


Stirred Him Up; because you have Made Him Think. 


Yes, Enthusiasm is the Mighty Force—the “Other 
Powder” that makes things FIZZ. 


The Prudential 
Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
Forrest F. Dryden, President 
Home Office, Newark, New Jersey 
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2. How To Sell Insurance 


WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does. : 


A preliminary text book, or primer, deals 
ing with the fundamental principles on 
which all sound life insurance reste: 
Price $1.54 ) 


The chief aim of this book, as the title j 
dicates, is to teach the inexperienced agen} 
how to do his work, and build up a 

munerative business. While it is intends 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. 

will also be useful to those who are ene 
gaged in the work of training inexperis 
enced agents. Price $2.09 


The Prosperous Agent 


This little book is for the guidance of ¢ 

perienced and inexperienced agents a ie 
It gives a catalogue of the characteristic 
—the mental equipment —of the success 
ful business man, and tells how these 
qualifications can be utilized to the great 
est advantage by the insurance salesmam 
The instrument with which the agent doe 
his work is his own mind. The material 
on which he uses this delicate instrumen 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equips 


ment. Price, paper cover $1.0 
Red cloth $1.5 


The Art of Insurance Salesmanship 
(IN PRESS) ° 


This volume takes up the instruction ¢ 
the agent where the second volume of thi 
series stops. It contains more advalil 
instruction, and one of its aims is to stim 
late the thought, fire the imagination 
broaden the vision, and thus increase, i 
efficiency of experienced agents. Price $28 


The last volume of this series has not yf 
been published. Its title and scope Wi 
be reported hereafter. It is sufficient 

say here that its aim will be to round a 

the agent’s insurance education. At leat i 
that part of his education which can} 
included in insurance text books. | 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





Tue Spectator is published every Thursday by 
at the Postoffice, New York, N. Y., under the act of ee 879. Compe PECTATOR, 


» at 185 William Street, New York, N. Y. 


Entered as second-class matter Just ll 
Volume CVIII, Number XVI, May 4, 1992; $4.00 per annum. : 
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FEATURES IN THIS ISSUE 





Insurance Commissioners Meet 
Memphis Sales Congress 
Business Insurance Explained 
Penn Mutual Celebration 


Arkansas Agents Elect 

Financial Standing of Life 
Companies of United States 

Detroit Seeks Lower Rates 











Marine Insurance Situation Complex 


Underwriters Report Slight Impovement But Many Obstacles Impede 
Rapid Return to Normal 


\RINIE insurance offices, which have been 

inactive for many months, report a sligh¢ 

betterment in the market, due to the im- 

provement in foreign exchange and increase 

in exports made possible by the drop in the 

purchasing value of the dollar. .\merican 

products are much in demand abroad and, 

with the dollar at a lower rate, many orders are being placed 

with American manufacturers. Another reason for the im- 
proved condition in underwriting circles is the Genoa Confer- 
ence, which is looked upon as a real step towards the stabilizing 
of European affairs. 

A shadow still overhangs marine insurance companies, how- 
ever, and few of them can forget the period of heavy losses 
through which they have been passing. two 
further companies announced their intention to withdraw alto- 


Last month, 


gether from the ocean marine field. One company was the 
Rossia Insurance Company of America, which transacted a rein- 
surance business and the other the New Jersey Fire Insurance 
Company of Newark, which will cease writing ocean marine 
business as soon as its present arrangements with the Baltica 
Insurance Ci ympany can be terminated. 

Another situation which has developed in the market has been 
the sudden action of a well-known office which has resorted to 
Writing theft and pilferage business at rates below those 
charged by other companies along Beaver street. Theft and 
pilferage losses have been very heavy for a long time and a 
number of companies have not been writing this coverage at all. 
The few that have been writing theft and pilferage have been 


charging what they considered to be an adequate rate and have 
been demanding that packages conform to a special standard be- 
fore they will accept the business. The action of the under- 
writers who have seen fit to start a rate cutting war has 
caused many of the stable and cautious offices to lose good ac- 
counts because they are not willing to meet the reduction offered 
elsewhere. 

The Vordney Tariff Bill has not won the favor of marine 
underwriters, who see in it only another impediment to the 
development of commerce. -Any measure which tends to re- 
duce exports into the United States will naturally be re- 
flected in marine insurance premiums, they say. 

While marine insurance underwriting has not been a profit- 
able business in this country it is.some consolation to domestic 
underwriters to know that foreign competitors have not fared 
very much better. Several companies located both in Efiglanc 
and Norway are undergoing the process of having their affairs 
wound up. 

The signing of the Edmonds Model Marine Insurance Bill 
for the District of Columbia a few days ago is welcomed by 
underwriters as the first step towards relieving the burdens im- 
posed upon domestic companies. Under the bill, marine com- 
panies operating in the District of Columbia will be taxed upon 
the basis of profits instead of gross income. As a result of the 
enactment of the measure many companies are said to be pre- 
paring to open branch offices at Washington and if similar relief 
measures are not adopted in other states, much marine business 
will probably be handled in the District of Columbia. A num- 
ber of new companies are being organized in the District of 
Columbia to write direct and reinsurance marine business. 
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LIFE INSURANCE BUSINESS IN 1921 


Financial Standing and Business in 1921 of Life Insurance Companies of the 


URING 1g21 life insurance com- 

panies of the United States wrote 
over $9,000,000,000 of new insurance; 
an amount greater than in any other year 
in the history of this business save one. 
This, when taking into consideration the 
trying period of reconstruction which 
marked the year 1921, is well worthy of 
deepest consideration, in that it demon- 
strates conclusively that there is no other 
business in this country that can with- 
stand the dampening influences of a gen- 
eral financial depression with the 
buoyancy of life insurance. And _ so, 
despite a heavy lapse and surrender 
ratio, which, however, was smaller than 
had been anticipated, the life insurance 
in force on December 31, 1921, amounted 
to $45,573,876,067, of which $37,8600,- 
241,274 represented ordinary and group 
insurance, and $7,707,635,593  repre- 
sented industrial insurance, gains respec- 
tively in these classes, of $2,823,102,179 
and $772,511,867. In many respects the 
year 1921 was a successful one for the 
life insurance companies, and because of 
existing conditions the companies in the 
aggregate were able to show an excep- 
tional gain in assets, which increased over 
$675,000,000, and now amount to $8,067,- 
670,736, and also in the surplus funds, 
both apportioned and unapportioned, 
which totaled $810,036,835, showing an 





informal Committee Working to Comply 
with New York Law 

Plans for arranging the compliance with the 

new rate law in New York State are being 

formulated by an informal committee of man- 

agers Which was organized under the auspices 


of the Eastern Union and is using the offices of 
that organization. Sumner Rhoades is secre- 
tary of the committee. 

This committee issued last week 


panies admitted for fire insurance in this State 


to all com- 


the following letter: 

So many inquiries have been made concern- 
ing fire insurance rating methods in New York 
State as required by the new law that it seems 
proper to circularize companies advising them 
that this committee, in conference with the In- 
surance Department, is formulating a plan for 
creating the necessary rating organization. 

When this plan has been completed it is the 
purpose to submit it to all companies admittéd 
to transact fire insurance business in New York 
State that are affected by the new statute. 

The committee is composed of the following 


members: 


United States 


increase of $32,558,788. This increased 
protection for the life insurance policy- 
holders and the augmented strength of 
the companies is made possible by the 
favorable experience in the three leading 
factors from which the surplus of life 
insurance companies is built up, namely, 
the interest rate, the death rate, and the 
expense rate. The interest rate was 
raised in the case of practically every life 
insurance company, due to the recent low 
market prices of high class bonds, which 
permitted their purchase at prices insur- 
ing an especially high interest rate. The 
companies show an exceptionally low 
death rate among insured lives, and this 
may in a measure be attributed to the 
fact that the recent epidemic depleted the 
ranks of all those with an inherent con- 
stitutional weakness, as well as to the 
fact that the tremendously heavy writ- 
ings of the past three years have placed 
great numbers of selected lives upon the 
books of the life insurance companies, 
among whom there is a lower actual death 
rate than that expected, according to the 
mortality tables. As a result of the re- 
tention of the new writings of 1918, 1919 
and 1920, upon which there is a lower 
cost due to the fact that the initial 
acquisition expense thereon had been pre- 
viously paid, and also to the lowering of 
current expenses from the war level, the 


Thursday 
ee 


expense rate has been substantially de- 


creased. 


While a few of the figures of the 
smaller life insurance companies are still 
unavailable, the 264 life insurance com. 
panies shown in the table presented else- 


where in this issue, received $1 


1525,190,- 


_ ek eee 
468 of premiums during 1921, over $10, 


000,000 more than the amount received 
in 1920, and nearly $900,000,000 more 
than was received by 248 companies jn 


1912. The total income was $1,944,215,- 
398, almost $150,000,000 more than the 
total income for 1920, and over $1,000, 
000,000 more than the income ten years 
ago. These companies paid $835,063,87 
to living policyholders and beneficiaries j 
1921, almost twice as much as the sum 


paid in 1912. 


The total disbursements 


were $1,281,498,261, giving an excess of 
income over disbursements of $243,692; 
207. These tremendous totals, almost be. 
yond comprehension, reflect in an incon- 
trovertible way the popularity and neces- 
sity of life insurance. They are in then- 
selves a forceful argument for insurance 
and more insurance; for they show that, 


despite war, 


pestilence and _ financial 


strain, the majority of the American 
people realize the benefits and desirability 
of life insurance, and are willing to sacri- 


fice in order to obtain and retain it. 


(Table will be found on page 25) 








C. G. Smith, president of the Great Ameri- 
3uswell, vice-president 
West, president of the 


can, <chairmans PB. °C. 
of the Home; E. W. 
Glens Falls; T. H. Anderson, manager of the 
Liverpool and London and Globe; N.S. Bartoe, 
president of the Queen; J. A. Swinnerton, 
president of the American Eagle; J. II. Vree- 
land, manager of the Scottish Union & Na- 
tional; R. Emory Warfield, president, Hanover 
Fire; James Wyper, vice-president of the Hart- 
ford Fire; E. B. Eggert, vice-president of the 
Buffalo Insurance Company; John QO. Platt, 
vice-president of the Insurance Company of 
North America, and James Marshall, secretary 
of the Northern of New York. 


Seeks to Take Over Norske Lloyd 

Application was filed in the Supreme Court 
of New York on Saturday by Superintendent 
Francis R. Stoddard, Jr., to take over the prop- 
erty and assets of the United States branch of 
the Norske Lloyd Insurance Company of Chris- 
tiania. 

The United States branch is in voluntary 
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liquidation at the present time, but Superinter- 
dent Stoddard thought it best for the depatt- 
ment to conduct the liquidation to protect the 


policyholders and 


creditors in this country 


Agents of the company in this country wer 
the International Fire and Marine Agency Cor 
poration, 27 William street, who managed t! 
fire branch, and Whist & Co., Inc., 3. Sout! 
William street, managers of the marine brane! 
The company did a fire reinsurance business 
here and a direct writing and reinsurance mi 


rine business. 


Action to show cause why the State Superit- 
tendent should not take over the company Wé 


postponed until Wednesday. 


~The United States insurance Company 0! Li 
coln, Neb., a casualty and surety company, has co 
: ; gents 

cluded a reinsurance agreement with the Federal ! 


surance Company of Lincoln. 


—The Transportation 


Mutual .\utomobile Casualt 


Company and the Auto Cab Mutual Indemnity Con 


pany are the names of two new insurance com 


apanie: 


the incorporation of which was announced last wes 


in New York city. 
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THE SPECTATOR 


Tue SPECTATOR, established in 1868, is a weekly 
«nal cevoted to promoting the best interests of 
eeteorthy insurance of all kinds, ‘The subscription 
poy for the United States, Canada and Mexico is 
Pour Dollars per annum, postage prepaid; to all tor- 
eign countries in the Postal Union, Five Dollars, 


THE SPECTATOR COMPANY 
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135 WituiaAM Street, New York 


Arthur L. J. Smith 
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Ilarry W. Barnard 
Second Vice-!l’resident 
Loughton T. Smith 
Secretary 
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Assistant Secretary 


Charles H. Nicoll 
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Sole Selling Agents in America for the publications 
of Charles & Edwin Lavton of London, England. 
Copyright, 1922, by the Spectator Company, New York. 
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ADVENTURE IN PUBLICITY 
T is recognized as an axiom among 
ee and successful business 
men that no one should expect to get 
anything for nothing. While there may 
be at times isolated exceptions to this 
principle, no consistent method of get- 
ting away from it has ever been devised. 
Nevertheless, the National Association of 
Life Underwriters believes that it has 
discovered a way of evading that rule 
and hopes to put something over on one 
of the most skeptical classes of business 
men known, the managing editors of the 
daily newspapers. These editors are 
trained in all the tricks of the publicity 
game and keep a sharp eye for anything 
that savors of any kind of advertising. 
That the scheme of the National Associa- 
tion to run a column of institutional 
advertising in 500 daily newspapers will 
not be met with approval by the said 
newspapers as a whole is conclusively 
shown by response to inquiries made of 
the editors of several of the newspapers 
named in the list of those which are 
supposed to be in the agreement cover- 
ing the proposed plan, and which was 
prepared by Mr. Barkhurst, the news- 
paper man employed by the National 
Association. In every case, it is reported, 
the editors denied any knowledge of 
the project and stated definitely that they 
would have nothing to do with it. This 
is entirely in line with the predictions 
of Tue Specrator made more than a 
month ago, predictions made upon knowl- 
edge of the ways of the daily newspaper 
business. These papers by their very 


nature cannot serve private interest con- 
sistently with public service. Insurance 
men may assert that insurance insiitu- 
tional advertising is also public service; 
but the newspaper office is prone to send 
to the business department any article 
speaking of the merits of any branch 
of business, with instruction to solicit 
the advertisements of the leading con- 
cerns engaged in such industry. 

There is also the consideration pre- 
viously mentioned by THE SpecraAror 
that some independent investigator at 
some time may publicly analyze the whole 
plan as an advertising scheme, and 
similar ventures along the line of insti- 
tutional advertising have met with un- 
The life 


of a newspaper depends upon its inde- 


favorable criticism in the past. 


pendence, and editors guard that inde- 
pendence as jealously as a mother guards 
her young. However well life insurance 
may merit such publicity as the National 
Association plans, it cannot gain such 
through the medium of daily newspapers 
in the manner proposed. The trade or 
technical publishers are the only agents 
in a position to render such service. In- 
surance men may say, “but the insurance 
journals do not reach the public.” In 
reply to this THe SPECTATOR answers 
that the circulation of the publications 
of The Spectator Company, including 
Tue SPECTATOR, amount to about 3,000,- 
009 copies yearly, averaging about 60,- 
ooo weekly. A number of these are cir- 
culated in such a manner that they do 
not reach the general public, but hundreds 
of the publications issued from this office, 
going into the homes of several million 
prospects annually and teaching them the 
gospel of life insurance, or training them 
to protect their policy by paying the 
premium regularly or teaching them to 
increase their life insurance protection, 
are directly influential in securing life 
insurance business for the companies. 
The purpose of the National Associa- 
tion of Life Underwriters in adopting 
a plan of institutional advertising is a 
most laudable one, though it is regrettable 
that the trustees have accepted a scheme 
which seems foreordained to failure. 
Tue Spectator, in common with the life 
insurance world, will endorse any prac- 
tical plan for institutional advertising that 
is likely to meet with success for the 
general benefit of life insurance and the 
public interest which life insurance pro- 


5 


tects. However, a plan which pretends to 
work out to cost the underwriters but 6 
cents daily to secure the publication of 
a column of life insurance propaganda 
in each daily issue of a newspaper does 
not seem practical. It costs a pile of 
money to print a newspaper, and this 
particular plan, laid out by Mr. Bark- 
hurst, does not provide, so far as we can 
understand, for the newspapers to derive 
any income from advertising life insur- 
ance. Does the press agent expect the 
papers to pay for this matter; or is the 
matter to be presented to the newspapers 
at the expense of the National Associa- 
tion of Life Underwriters, or will the 
Association pay the papers at their ad- 
vertising rates for a column of matter 
printed daily? The third proposition is 
necessarily answered in the negative, as it 
is apparent that the annual expense, cal- 
culated by Orville Thorp to be about 
$10,400 per year, will probably not pay 
for a single insertion in the 500 papers 
listed, much less in 365 issues. 

If the life insurance business decides 
to endeavor to adopt an institutional ad- 
vertising plan in the daily newspapers 
and secular magazines, the sum mentioned 
in Mr. Thorp’s letter to the companies 
would have to be, in our judgment, 
multiplied several hundred times to 
achieve effective results, if any. In other 
words, if the National Association of Life 
Underwriters really thinks it would be 
sufficiently advantageous to carry through 
the publicity plan outlined by Mr. Bark- 
hurst, it must make up its mind to en- 
deavor to collect from the compdnies 
about one or two million dollars; or more, 
to pay for a year’s test of the proposed 
institutional advertising scheme. 


EW YORK CITY started this week 
N its annual clean-up week. The 
principal thought is to make the city more 
beautiful and to remove breeding places 
for flies. It is, however, well recognized 
among fire prevention leaders, that there 
is no more effective way of preventing 
fires than to keep all rubbish cleared up. 
Rubbish heaps are responsible for a very 
large proportion of the fires in the United 
States. All fire insurance men are whole- 
heartedly behind any movement which 
will act as a stimulant to municipal good 
housekeeping. There is certainly plenty 
of opportunity for good work along that 
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“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


More than a Century of Service 


Fire Rental Value Tourists’ Baggage 

WW Eve tela Use and Occupancy Salesmen’s Samples 
Automobile Profits Transit Floaters 

Tornado Sprinkler Leakage Automobile Truck Transit 
Rent Registered Mail Explosion 

Leasehold Parcel Post Riot and Civil Commotion 


Losses Paid over $210,000,000 








CONFIDENCE 

Established 1859. Over 60 Years of Continuous Dependable 

Service has Gained the Confidence of the Insurance World» 

the Public in the Strong Conservative All-American 
Fire Insurance Company ---- 


National Biber ty 


Ansurance Company «America 





FIRE MARINE | MuroMoBiILE RENTS 
SPRINKLER LEAKAGE TORNADO, RIOT, EXPLOS/ON 
Tourist BAGGAGE Use ~° Occupancy 


LOSSES PAID OVER 449,594,688 
City Brokerage Office HEAD OFFICE 47004/yn Office 
| /36 WILLIAM ST. 709 GHAVENY /98MONTAGUE ST 





INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 





Reserve for Unearned Premiums...... presidente $1,149,297.48 
SUE e ie In REERINATE RES icc, 5) 5s 1aiers iw (0 S61 rs 9 ob sess NOaeRwIaYs 257,293.41 
Cac hoo ane emer LUE LUO UL 
DANES MEE oon ore 56.0 ie o's aio 019.000 ja} 10:5 0 cts DOOHOOIELO 

saris £0 POMCYROIGSNS ...5. 5.65.6 6 oes o 0's 1,488,687.75 

Total Assets...................-  $2,895,278.64 

Wm. H. Palmer, President E. B. Addison, Vice President 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





EASTERN DEPARTMENT WESTERN DEPARTMENT 
D. H. DUNHAM, President NEAL BASSETT, V.P. and Mgr. 
OHN BAY, Vice-Pres. W. T. BASSETT, Ass’t Manager 


CHICAGO, ILL. 














When You Solicit Sidelines.-- 
how do you put them across? 


Property owners, while fully appreciating the necessity for fire insur- 
ance, usually underestimate the worth of side lines, such as tornado and rent 
insurance. 

Painstakingly you may tell of the financial ruin and literal wiping out 
of a prosperous business as a result of a sudden ‘‘twister’’ only to be greeted 
with ‘Tornadoes have never hit this town; why insure?” And again, you 
suggest rent insurance to the owner of an apartment house but he decides to 
pass it up and take a chance. 

Although each interview you have with such prospects gives the satis- 
faction of some point put across, don’t you often feel the need for a final, 
convincing argument? ‘To overcome the buyer's inertia and help close your 
sales, nothing is more effective than well written booklets on the lines you 
write. 

The American Eagle has prepared two such helpful ° 
pamphlets—‘‘Desolation’’ and ‘‘Certified Rents,’’ ex- 
plaining the ‘‘covers’’ mentioned above. Our Adver- 
tising Department will gladly send them together with 
samples of our other selling aids to any interested 
agent. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, N. Y. 


James A. Swinnerton, 


Henry Evans, Chairman 
President 


of the Board 


Managing Branch Office 


CHICAGO 
SAN FRANCISCO 
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NOW READY 
Just the Book you have been Waiting for 





A New EpucaTIONAL TREATISE FOR 
Fire INSURANCE STUDENTS 


Building Construction 


As Applied to 


FIRE INSURANCE 


Embracing Lectures by 
CHARLES C. COMINGE 
Before Classes of the 
Insurance Institute of America 
also 
INSPECTING FOR FIRE INSURANCE PURPOSES 
Including Valuable Suggestions by 
WALTER O. LINCOLN 
Messrs. Dominge and Lincoln are authors of the standard publication 


Fire Insurance Inspection and Underwriting, and are members of the Na- 
tional Fire Protection Association. 


Prices: 
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line in the great city of New York. It is 
unfortunate that there cannot be some 
method of perpetuating clean-up week 
and so avoid many of the wasteful fires 
which annually take their toll of life 
and property in the great city. 





RECENT newspaper dispatch indi- 
A cates that a new method of develop- 
ing engine power has been discovered, 
which it is claimed would drive an auto- 
mobile 300 miles at a total cost of five 
and one-half cents for power. This is 
developed from either mineral, animal or 
vegetable oil, the principle being based 
on the chemical qualities of oil; and it 
was stated that a three horse-power 
engine had been run continuously for 
eighteen hours on one and one quarter 
pints of fuel. This sounds to motorists 
almost too good to be true; but, if the 
facts are correctly stated, the effects upon 
production and use of automobiles will 
he incalculable. Although some 10,000,- 
000 automobiles are now in service, if 
the running expense should be reduced 
to almost nothing, underwriters might 
expect to see a great increase in the num- 
her of automobiles from year to year. 


NEW YORK SURVEYS 

Forty-four Heads Open.—In a fire in a 
sprinklered risk where forty-four heads opened, 
an investigation showed that it was the usual, 
or at least not an uncommon, story of a fire 
originating under the cutting table without any 
effective draft stops at short intervals, which 
would have caught the heat and forced it to 
the ceiling early in the fire. The table was 
54 inches wide, we believe, and with a length 
of over 27 feet. | The fire gained, needless to 
say, extraordinary headway and hence there 
was plenty of heat to open the heads. 

How the Cycle Works.—It is now fairly 
well determined by the recurring law that when 
business commences to be dull it is not re- 
fected in the fire insurance business until about 
one year later, and in the casualty business about 
six months later than that. While this is very 
good when the curve works this way, it must 
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be pointed out that the return is equally be- 
hind the business return. In other words, as 
it is a year late in hitting the fire insurance 
business on the down curve, so it is a year late 
in hitting it on the up curve. Casualty follows 
within its stated period of time. 

The Conference Committee.—Announce- 
ments may be expected now right along as the 
result of the conference committee’s delibera- 
tions over the organization of the rating situa- 
tion in New York State brought about by the 
law of April 14, 1922. The next step which 
the temporary organization is taking is to in- 
vite all companies in the State to join, and, 
pending the result of those replies, not much 
active work can be done on the new plans; but 
at the same time a great deal of gray matter 
is being expended in preparation for a perma- 
nent organization. Many fine points remain 
to be decided, but probably all can be adjusted 
peacefully if the parties have the least in- 
clination to do it that way. 

Fires on April 28.—The Patrol reported 
110 fire alarms on April 28, 1922, and when one 
reflects what pleasant weather it was it seems, 
if it is not in fact, a criminal record. 


CHICAGO AND THE WEST 

E. W. Law Recipient of Watch.—[lwin 
W. Law, western manager of the Royal Insur- 
ance Company, was presented with a handsome 
gold watch at the recent conference of field 
men in Chicago. The offering was from the 
field men, the official staff and heads of depart- 
ments. 

W. E. McCullough Candidate—W. E. 
McCullough, western manager of the Queen, 
is a candidate for vice-president of the Hamilton 
Club of Chicago. 

G. P. Shepard Secures Company.—George 
P. Shepard, a well-known Chicago broker, has 
been appointed general agent for the North- 
western Casualty & Surety Company of Mil- 
waukee for Chicago. Connice Dale Jones, re- 
cently with the American Automobile Insurance 
Company, will handle the claims and legal work 
for the company. 

Underwriters Salvage Annual Meeting.— 
The annual meeting of the Underwriters Sal- 


vage Company was held last week and the fol- 
lowing officers were elected: President, H. C. 
Eddy; vice-president, C. W. Higley; secretary 
and treasurer, W. R. Townley. Directors: 
C. W. Higley, W. A. Chapman, W. D. Williams, 
I'red H. Sabin and Fred S. James. 

A. T. Graham Resigns.—A. T. Graham, 
associated with Klee, Royers, Wile & Loeb, 
since the organization of the firm six years ago, 
and in charge of their casualty and surety busi- 
ness, has withdrawn from the agency, and after 
taking a short vacation will re-enter the busi- 
ness, either as a branch manager of some large 
casualty company or in some other important 
capacity. He now has a number of important 
propositions under consideration. 


NEW JERSEY ITEMS 

Bergen County Tunnel.—The Ridgefield 
Park Chamber of Commerce is the first or- 
ganization to take active action in the matter 
of stirring up interest in Bergen County and 
elsewhere regarding the proposed railway tun- 
nel from Hackensack to Harlem. The chamber 
has issued a call for a public mass meeting at 
which Dr. Michael C. O’Brien of the Harlem 
Board of Commerce will speak. The tunnei 
project was broached about a year ago. Harlem 
enthusiasts say that the financial backing has 
been assured. ; 


Two Companies Enter Kansas 

The Kansas Insurance Department has ad- 
mitted two new companies to transact business 
in the State during the past week. The Millers 
National Insurance Company of Chicago, a mu- 
tual fire company which writes only mill and 
elevator risks, was admitted under the mutual 
law. The Granite State Fire Insurance Com- 
pany of Portsmouth, N. H., was admitted to 
write general fire lines in the State. 


State Mutual Fire of Raleigh 
The State Mutual Fire of Raleigh, N. C., is 
reported to have been placed in charge of In- 
surance Commissioner S. W. Wade as tem- 
porary receiver. It is stated that its assets 
aggregate $5235 and its liabilities $12,097. A. 
E. S. Lindsey is president of the company. 


REINSURANCE ONLY 


GLOBE NATIONAL 


FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 














THE SPECTATOR 









Thursday 
















AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 








Company’s Home 
Office Building 


INTERSTATE CASUALTY CO. 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


Houston 
Chronicle Building 


CuHIcaGcoO SAN FRANCISCO 
830 Insurance Exchange Alaska Commercial 
Building Building 


SALT LAKE City ALBUQUERQUE 
1015 Boston Building 112 South Third Street 


LOUISVILLE 
Gaunt & Harris 
Speed Building 























































The Fidelity and Casualty Company 
of New York 


ROBERT J. HILLAS, Pres. —1922— 


—1876— 


Over Twenty-five Million Dollars 
Over Nineteen Million Dollars 
Over Six Million Dollars 

Over Eighty-six Million Dollars 


Total Assets ~ - 
Total Reserves - - 
Surplus to Policy Holders - 
Losses paid to Dec. 31, 1921 














CASUALTY LINES SURETY LINES 
ACCIDENT FIDELITY 
HEALTH COURT 
LIABILITY CONTRACT 
COMPENSATION Casualty Insurance FIDUCIARY 
AUTOMOBILE DEPOSITORY 
BURGLARY and OFFICIAL 
ROBBERY CUSTOMS , 
a | eee Tigense 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 




















‘SINSURANCE THAT INSURES’”’ 





DIGEST OF STATE LAWS 
REGULATING 


FRATERNAL BENEFICIARY SOCIETIES 


By Abb Landis 


Digests of the laws of the several States are arranged in this 
new work according to whether or not the provisions correspond 
to those of the New York Conference Bill. 

Each section of the latter is taken up and the names of States 
having identical provisions are listed thereafter; then follow the 
provisions in the laws of other States which differ from the 
sections of the New York Conference Bill. 

This is a most useful reference work for fraternal society 
officials, lawyers, State officials and others interested in fraternal 
orders, particularly as citations of supreme court decisions 
follow each section. 


Price, in leather binding, $10.00 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 










































THE PRESIDENT AND HIS CABINET 
ON LIFE INSURANCE 


PORTRAITS AND OPINIONS OF TWELVE 
LEADING STATESMEN 
A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivoca! Endorsements 
of Life Insurance Protection 


Sold in quantities to Companies and General Agents 
as follows: 


PRICES: 
100 copies..........$4.50 1000 copies. ......$30.00 
500 copies..........18.00 5000 copies. ......120.00 
10,000 copies.... ..$225.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 














ADVICE OF GREAT VALUE TO 
THE AMERICAN PEOPLE 


LIFE INSURANCE IS UNQUALIFIEDLY EN- 
DORSED BY PRESIDENT HARDING, 
AND EX=PRESIDENTS WILSON, 
CLEVELAND, ROOSEVELT AND 
TAFT 


THIS EFFECTIVE 10 PAGE FOLDER CONTAINS 
THEIR PORTRAITS AND OPINIONS GIVEN TO THE 
SPECTATOR. 

Single copy 15 cents 


100 copies..........$4.00 5000 copies. ......100.00 
500 copies.......... 15.00 10,000 copies....... 180.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


1000 copies.... .. .$25.00 
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ARKANSAS CONVENTION 


Association Elects E. M. Allen 


ts 
— of Helena, President 





ORGANIZATION CHANGES NAME 





Becomes Arkansas Association of Insur- 
ance Agents 

[Special Correspondence to THE Spectator] 
‘LIrtLe Rock, Arx., May 2—The twenty- 
second annual convention of the Arkansas In- 
surance Agents Association was held at the 
Hotel Marion, April 25-26, with about 150 mem- 
hers and visitors in attendance. The following 
officers were elected for the ensuing year: 
President, E. M. Allen, Helena; vice-president, 
R. W. Newell, Little Rock; secretary-treasurer, 
CC. Mitchener, Marianna. 

High lights of the convention session were: 

Emphasis placed by Mayor Brickhouse on the 
necessity of inspection of every building in the 
city at least once annually. 

All agents urged to attend and work for the 
success of the National Association, which will 
hold its meeting in Hot Springs in October this 
year. 

Name of organization changed from Arkan- 
sas Association of Local Fire Insurance Agents 
to Arkansas Association of Insurance Agents. 

Amendment to constitution adopted to the 
effect that “we favor such legislation as will 
inure to the benefit of the insuring public of the 
State as well as of interest to the agents in this 
State, which benefit and interest we believe to 
be always identical.” 

Resolution adopted protesting against pas- 
sage by Congress of the King bill creating a 
Bureau of Farm Risk Insurance. 

Association takes decided stand against the 
unfair competition of mutual assessment and 
reciprocal companies. 

Agents urged to assist in the organization of 
community fire prevention bureau for the reduc- 
tion of fire hazards. 

Development of casualty business stressed by 
speakers who insisted that this business should 
no longer be considered a side line, but that 
more attention should be given to its develop- 
ment, 

Report made that the fire loss in Little Rock 
had been reduced for last year to 28 per cent, 
the lowest on record, due to effective fire pre- 
Vention propaganda and service. 
iE M. Allen of Helena, past president of the Na- 
tonal Association, spoke on the meeting of the 
aie Association, which will be held in Hot 
“prings National Park, October 3-6. He reviewed the 
history of efforts that have been made during the past 
ven years to secure the meeting of the National Asso- 
sation for Arkansas, and said that it had not been an 
fasy matter. He said that at the Los Angeles meeting 


there were four other cities bidding for the national 
meeting—Detroit, Pittsburgh, Atlanta and Philadelphia 


—but that on account of the persistence and the in- 
sistence of the Arkansas delegation, all these were 
withdrawn and the selection of Hot Springs was made 
unanimous. This will be the first time the National 
Association has been entertained by so small a city as 
Hot Springs, but he expressed the opinion that it will 
be made one of the most successful in the history of 
the organization. He urged a full attendance by the 
Arkansas agents. 

Mr. Allen approved the movement started at the 
last meeting of the National for the coining of a name 
for those who are engaged in the fire insurance busi- 
ness. The term “Insuror” has been recommended, 
and its adoption will be the means of drawing a line 
between the man or woman who is qualified in all re- 
spects to act as an insurance agent and the small 
“top water’ agent who does not reflect credit upon the 
profession. In order to gain the title of ‘“‘Insuror,” 
one must be a member of the State and the National 
associations. 

The question of raising funds for the necessary ex- 
penses of the national meeting in Hot Springs was dis- 
R. W. Newell of Little Rock moved 
that a committee be appointed to determine a budget 


cussed at length. 


and to devise plans for raising the funds. The mo- 
tion prevailed and R. W. Newell was appointed chair- 
man of the committee consisting of Allen Kennedy and 


FE. M. Allen. 


Continental Life’s New Policy 


Announcement is made of the introduction by 
the Continental Life of Wilmington, Del., of a 
participating preferred class whole life policy, 
which will be issued only in amounts of $5000 
or more. This policy will be confined to men 
and to wage-earning and self-supporting single 
women who are first-class risks, and who are 
engaged in the following occupations: Farm- 
ers; merchants; professional men and women; 
proprietors, superintendents or 
stores, factories, or other enterprises not haz- 
ardous or unhealthful work; clerks in offices 


foremen of 


and stores; other occupations where the re- 
muneration and conditions of work are similar 
to the foregoing. The premiums at various 
ages, for $10,000 insurance, are as fe 
21, $142.40; 25, $156.60; 30, $179.80; 35, $ 
40, $254; 45, $311.20; 50, $389.90; 55, $498.20. 
Cash, paid-up and extended insurance values 
are guaranteed at the end of the second policy 


ollows : 
211.70; 


year. 

The low premiums are made possible, not by 
reducing rates of commission, but by reason of 
the favorable mortality expected on this class 
of risks and of other savings. 

The company has discontinued all its non- 
participating policies except the ten-year term, 
for which a new schedule of premiums has been 
adopted ($9.83 at age 35). The old whole life 
policy has been discontinued and a new endow- 
ment at 85 has been added. 


Hear Dr. J. P. Taylor Has Sold Missis- 
sippi Fire Holdings 
Jackson, Miss., May 1.—It is understood that 
Dr. J. P. Taylor has sold practically his entire 
holding of stock in the Mississippi Fire. 


L. T. HANDS ON WAR PATH 


Lays Complaint Before Anti-Discri- 
mination Commission 


DEAN SCHEDULE ATTACKED 


Seeks Removal of Manager George W. 
Cleveland of Detroit 


Derroit, Micu., May 3.—Fire insurance rates, 
as applied by the Michigan Inspection Bureau, 
are under attack by the State Insurance Depart- 
ment. Complaints made by Leonard T. Hands, 
Insurance Commissioner, are being laid before 
the State Anti-Discrimination Commission. 
Evidence obtained at this hearing will be sent 
to Governor Alex J. Groesbeck for action. 

Mr. Hands charges that the Inspection Bu- 
reau is so applying the fire insurance rating 
schedule as to extract maximum rates. He 
alleges that the rate-making body, operated by 
fire insurance companies business in 
Michigan, is applying unfairly the Dean sched- 
ule. He believes the only remedy is the re- 
moval of the manager of the bureau, George W. 
Cleveland of Detroit and appointment of a 
manager acceptable to both the insurance com- 
panies and the State Department. 

The present hearing has resulted from a 
previous one which the Michigan Advisory 
Board, executive body of the companies, had 
before Governor Groesbeck. It was agreed at 
that time to have two company fire raters and 
two insurance department raters re-rate por- 
tions of Lansing, the State capital, and of De- 
treit to determine if the Dean schedule was be- 
ing misapplied. This was done and a further 
hearing was held before the Governor, but no 
agreement was reached. 

As a result, Commissioner Hands has filed 
charges with the Anti-Discrimination Commis- 
sion, which is made up of Merlin Wiley, At- 
torney-General; Hugh A. McPherson, State 
Barking Commissioner, and Leonard T. Hands, 
State Insurance Commissioner. One hundred 
and ninety-five #hsurance companies are con- 
cerned in the hearing. 

T. W. Houston, Commissioner of Insurance 
of Illinois; C. J. Timbers, Deputy Insurance 
Wisconsin, and John W. 
Crooks, representing the State Insurance De- 
partment of Ohio, are attending the hearing. 
Seymour Edgerton and Ernest I. Hicks, insur- 
ance attorneys of Chicago, appear for the com- 
panies and the Insurance Bureau. Col. Samuel 
D. Pepper of the Attorney-General’s depart- 
ment, conducted the examination for the State. 


doing 


Commissioner of 


—I. H. Lionberger, chairman of the American Credit 
Indemnity Company, has published a recent address 
under the title of ‘““Why Trade Is Sometimes Active 
and Sometimes Dull.” 





Has paid losses for 
over 50 years 


J. HARRIS LENKER, President 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 
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** Life Insurance and 


—How lo Sell It’ 


ERE’S A, BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. A\s interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 





ABSORBING AND INTERESTING 
$1.00 postpaid 





The Insurance Field Co. 
Incorporated 
Box 617 | Louisville, Ky. 
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THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


Entirely Rewritten, Illustrated and Greatly Enlarged. 


This new edition retains all the valuable features of 
this well-known book. Each page has been slightly 
enlarged and over one hundred pages of new matter 
added. Each article on diseases contains an additional 
paragraph under a new heading and forty-four entirel 
new articles on accidents and diseases have been added. 

In addition to these new articles, this new second edi- 
tion contains tables of the bones of the body, the muscles 
and their functions, and a glossary of medical terms— 
seventeen hundred medical words commonly used in the 
accident and health insurance. business being explained. 
It contains a new index, so complete that anything can 
be found in the book without trouble. 

The new second edition of The Adjuster’s Manual will 
prove extremely valuable to all claim adjusters and is 
nen in any office settling accident and health 
claims. 


Price, in Flexible Leather Binding, $3.00 


A liberal discount will be allowed on orders of one hun- 


dred or more copies. 


Published by 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 
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UNIVERSAL LLOYDS 


Company Newly Organized Will 
Carry All Classes Except Life 


J. E. JARRATT PRESIDENT 


General Control to Be in Hands of Uni- 
versal Underwriters’ Corporation 

Austin, TEX., May 1.—The Universal Lloyds 
has been organized by Texas capitalists under 
the law passed by the Texas Legislature last 
year, Its headquarters will be at San Antonio, 
with offices in Dallas, Houston and Galveston, 
and it will do an insurance business on the 
plan of Lloyds of London and carry insurance 
on all classes of risks except life. 

The Universal Underwriters Corporation has 
also been organized to act as agent for the 
Universal Lloyds and permit for the companies 
to do business has been granted by the Texas 
Department of Insurance and Banking. The 
total subscriptions to the underwriting fund 
js about $500,000, which, it is expected, soon 
will be increased to $1,000,000. The officers 
are: 

J. E. Jarratt, San Antonio, president; R. A. 
Dallnap, Dallas, general 
manager; Isaac Bledsoe, San Antonio, and R. 
W. Higginbotham, Dallas, vice-presidents; W. 
W. Callier, San Antonio, treasurer; Edward 
T. Harrison, Dallas, secretary. The directorate 
consists of the above named officers and J. B. 
Lewright, F. L. Hillyer and H. H. Rogers, of 
San Antonio; C. L. Kers, of Houston, and C. 
R. Miller, of Dallas. 

General control of the 
hands of the Universal Underwriters Corpo- 
ration. In announcing the organization, Presi- 
dent Jarratt gave out the following statement: 


vice-president and 


business is in the 


Universal Lloyds will be a non-assessable. 
profit-sharing insurance organization on the 
Lloyds plan and will do a general insurance 
business throughout the country, being modeled 
as far as is practical in America after the great 
English insurance institution, Lloyds of Lon- 
don, which for more than 200 years has carried 
aconsiderable percertage of the fire insurance 
responsibility for the entire world and _prac- 
tically all marine insurance. 


The Fester, Fothergill & Hartung Rein- 
surance Group 

The firm of Fester, Fothergill & Hartung 
of New York has broadly known 
throughout fire and casualty underwriting 
circles in the United States for its successful 
management of the American branches of seven 
loreign reinsurance companies. One of these, 
the European General Reinsurance Company of 
London, England, writes accident, health, auto- 
mobile liability, other liability, workmen's 
compensation, fidelity, surety, burglary and 
theft, steam boiler. engine and fly wheel, and 
auto and teams’ property damage lines, its net 
Premiums in 1921 having reached the sum of 
$6,328,103. As of January 1, 1922, its Ameri- 
tan assets ageresated $8,007,584, and its sur- 
bus was $1,150,000. 


become 


The other six companies confine their busi- 
ne : : pete ee 
- to the reinsurance of fire and allied lines. 

¢ Union & Phenix Espanol of Madrid, 


Spain, wrote over $3,100,000 of premiums in 
this country last year, and on January 1, 1922, 
had assets here amounting to $3,937,456, its 
surplus then being $625,151. 

La Cubana Compania Nacional De Seguros 
of Havana, Cuba, which commenced business 
in this country in 192I, wrote about $550,000 
of net premiums and closed the year with $978,- 
979 of assets, and a surplus of $415,568. 

The Alpha General of Calcutta, India, wrote 
nearly $433,000 of net premiums, and increased 
its assets to $1,220,454, and its surplus to 
$781,470. 

The Nippon Fire of Tokio, Japan, whose net 
premiums in the United States last year fell 
little short of $910,000, reported American as- 
sets of $1,333,654, as of January I, 1922, with 
a surplus of $498,090. 

The Warsaw of Warsaw, Poland, did a busi- 
ness last year netting about $465,000 of pre- 
miums, and closed the year with $1,096,712 of 
assets in this country, and a surplus of $540,- 
22. The Northern of Moscow, whose Ameri- 
can branch is quiescent at this time, though 
financially stronger than ever before, reported 
assets of $703,105 on January I, 1922, its United 
States branch surplus having then been $660,133. 

The volume of premium income shown by 
the foregoing figures proves the high degree 
of confidence reposed in the firm named by 
the direct writing companies in this country, 
and the foregoing figures demonstrate the 
strength and financial standing of the Ameri- 
can branches of the companies named. 
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Commissioner Hands to Check Up Agents 
Detroit, Micu., May 2.—Thorough checking 
up of fire insurance agents throughout Michi- 
gan and revocation of licenses in instances of 
overinsurance due to carelessness or other rea- 
sons is forecasted by the State Insurance De- 
partment. Leonard T. Hands, Insurance Com- 
missioner, already has revoked the license of 
C. H. Mann, Flint fire insurance agent. Ac- 
cording to charges made by State police, Mann 
insured household furniture owned by a man 
The police allege the furniture was 
not worth more than $300. Soon after being 
insured the goods were burned. Col. Roy Van- 
dercook, head of the State Department of Pub- 
lic Safety: Major Robert Marsh, head of the 
State police, and Commissioner Hands believe 
that the practice of overinsuring property is an 
incentive to arson in many cases and will co- 
operate to rid the State of agents guilty of this 
practice. eee eee 
P. L. Haid to Remain with Continental 
Paul L. Haid, vice-president of the Con- 
tinental Insurance Company, who resigned last 
week to become associated with the firm of 
Marsh & McLennan, has since reconsidered his 
decision to leave the America Fore companies 
and will remain with the Continental. 


for $1500. 


The Standard Fire Insurance Tables for 1922 
has been issued by the Standard Publishing 
Company. It presents the statistics of the 
principal fire insurance companies for ten years, 
together with other tabulations, and lists com- 
panies of various classes of interest to fire 


underwriters. 


II 


FOR LOWER RATES 


Detroit Follows Example of Boston 
Seeking Reduction 





PREMIUMS TOO HIGH, SAYS MAYOR 


Declares His Administration Has Reduced 
Fire Hazard 

Detroit, Micu., May 2.—Lower fire insur- 
ance rates for Detroit are demanded by Mayor 
James Couzens. He declares his administra- 
tion has reduced fire losses from $4,026,279 in 
1919 to $2,725,921 in 1921, but that premium 
rates have remained stationary. 

It was learned this week that at his sugges- 
tion a joint meeting of the boards of fire com- 
missioners and water commissioners was held 
recently and a committee was appointed “to 
fight if necessary for commensurate reduction 
of rates here.” 

The Mayor has issued the following state- 
ment: “At the request of this office, the board 
of fire commissioners and the board of water 
commissioners held a joint meeting to prepare 
a plan of action to reduce fire insurance rates. 

“For years and years city officials have been 
importuned to improve our fire protection and 
fire-fighting facilities, always with the state- 
ment that the taxpayers would get their money 
back by reduced insurance rates.” 


NEW YORK POND ELECTS 
W. E. Mallalieu Succeeded as Loyal Gan- 
der by P. E. Brown 

The annual meeting of the New York Pond 
of the Ancient and Honorable Order of the 
Blue Goose was held Monday of this week at 
the Aldine Club, New York. Dinner was 
served to about 125 ganders and goslings. The 
toastmaster was to have been John B. Morton, 
president of the National Board of Fire Un- 
derwriters, but he was detained, and Most Loyal 
Gander W. E. Mallalieu acted in his place. 

Thomas H. Anderson, manager of the Liver- 
pool and London and Globe Insurance Com- 
pany: Frederick B. Kellam, manager of the 
Royal Insurance Company, and John C. Piver, 
editor of Underwriters Report, were guests of 
the Pond and speakers of the evening. Editor 
Piver referred in glowing terms to the hos- 
pitality of the Coast and the San Francisco 
Pond. 

Several certificates of flight were accepted 
and several members were reinstated. Eight 
goslings were elected and given full initiation 
ceremonies, to the great enjoyment of ganders 
present. 

The annual election of officers resulted in P. 
KE. Brown, former supervisor of the flock, be- 
ing elected most loyal gander. Herbert L. 
Denny, formerly custodian of goslings, becomes 
supervisor of the flock, and Walter H. Evert, 
formerly guardian of the nest, becomes cus- 
todian of the goslings. O. J. Prior, president of 
the Standard Fire of Trenton, was elected 
guardian of the nest; E. L. Sullivan, advertis- 
ing manager of the Home Insurance Company, 
keeper of the golden goose egg, and Fred J. 
Breen succeeded himself as wielder of the 
goose quill. 
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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 

It is one of the largest and strongest financial organizations in the world. 

It is a gréat human welfare institution with a membership of nearly a million 
thrifty, far-sighted persons banded together for mutual protection, whose 
combined insurance aggregates $2,817,970,732. 

Its assets are safely and profitably invested, and its large Surplus Reserves 
guarantee its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiairies $83,678,764 in 1921. Its Total 
Payments to Policyholders and beneficiairies since organization total 
$1,458,653,991. 

In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) 
were paid within one day after receipt of due proof of death. 

Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 

Its Refunds (Dividends) to Policyholdersin 1921 were $18,745,639, and it has 
set aside $26,148,772 to pay the Refunds due in 1922. 

It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as promptly 
as a bank draft. 

It was the first company to insure large numbers of employes in a body on 
the Group Insurance plan, with scientific medical inspection substituted for 
personal medical examination. 


It has devised the Home Purchase Plan of insurance whereby a man of moder- 
ate means can own his own home and pay for it conveniently whether he lives 
or dies. 


It has developed a programme for the education and training of its agents in 
the principles of life insurance and in modern salesmanship. 


It maintains at its Home Office an Inheritance Tax and Business Insurance 
Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to the 
diversified needs of the insuring public. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
120 Broadway, New York 

. A DAY, President 
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N MUTUAL TO CELE- 
7 BRATE 


y-fifth Anniversary This Month 





Sevent. 
PLANS MEETING OF FIELD MEN 








ver 450 Members of Company Force Have 
Qualified and Received Invitations 
The Penn Mutual Life Insurance Company of 
Philadelphia will celebrate its seventy-fifth an- 
niversary in a great three-day session of its 
agents at the home office May 23, 24, 25. More 
than 450 general agents and field men have qual- 
ifed to attend the celebration and there will be 


0 


many guests as well. 

The celebration will be preceded by the thirty- 
ninth annual meeting of the Penn Mutual 
Agency Association, which will hold its only 
gssion Tuesday morning, May 23. The celebra- 
tion proper will start in the afternoon and the 
following program has been arranged: 


TUESDAY P. M., 1.45 O’CLOCK 
Lincotn K. Passmore, Presiding 


Address of Welcome.—George K. Johnson, presi- 


> dent. 


Response.—J. Edward Durham. 

First Paper—“The Monthly Income Contract; Its 
Various Adaptations,” J. Elliott Hall. 
Discussion—Five-Minute Talks—J. Wm. Clegg, 
1. T. Taylor, C. I. Scott, F. M. Kinney, W. H. Wall. 
Second Paper.—“Modern Medical Selection; Its 
Phases Reviewed,” Dr. H. Toulmin. 
Discussion—Five-Minute Talks.—H. C. Bagley, Boll- 
ing Sibley, J. N. McLean, L. I. Bristol. 


WEDNESDAY A. M., 9 O’CLOCK 


Wm. H. Krinastey, Presiding 

First Paper.—“‘Recent Extensions of Life 
ance Service,” J. B. Gibb. 
Discussion—Five-Minute Talks.—Paul H. Kremer 
C. R. Walker, R. L. Mishler, B. G. March, C. R. 
Easterday. 

Second Paper.—‘‘Organizing an 
Murray. 

Discussion—Five-Minute Talks.—-C. C. Milter, J. 
B. Duryea, G. W. Diggs, Wade Fetzer, M. R. Miller. 


Insur- 


Agency,” J. E. 


WEDNESDAY P. M., 1.45 O’CLOCK 
Joun W. Hamer, Presiding 

First Paper—‘The Psychology of a Sale,” J. B. 
Duryea. 

Discussion—Five-Minute Talks.—F. R. Eckenrode, 
J. W. Godwin, C. J. Iredell, J. H. Jefferies, Guy E. 
Paine, Wm, J. Amos. 

Second Paper.—“‘Selection as Viewed by the Super- 
visor,” Harrison S. Gill. 

Discussion—Five-Minute Talks—H. M. Willet. C. 
F. McCord, C. W. Johnson, Daniel Duffy, John E. 
Norman. 

THURSDAY A. M., 9 O’CLOCK 


Henry C. Liprrncort, Presiding 
First Paper—‘Life Insurance Fortifies Business,” 
F. H. Garrigues, 
Discussion—Five-Minute Talks.—Geo. Benham, A. 
B. Chalmers, E. G. Branch, C. M. March. 
A Symposium by the Fieid.—‘‘The Practical Side 
of Selling. How We Do It.” 
Leaders Tell of Their Experiénces.—].. M. Gillette, 
Thomas M. Scott, O. H. Shepard, Fred R. Wood, W. 
0. Cord, L. D. Dix, Herman H. Weil. 


THURSDAY P. M., 2 O’CLOCK 
Fretp Exercises AND RECREATION 
THURSDAY P. M., RECEPTION BY TRUSTEES 
AND OFFICERS AT 6.30 
Banguet 7 O’cLock 
Bellevue-Stratford Hotel 
Grorce K. Jounson, Presiding 
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FARMERS NATIONAL LIFE 


Reports Business Below Normal Because 
of Large Proportion of Its Business 
Written on Farmers 


[To the Editor of THe Sprcraror] 


I believe always in telling the truth, and | 
must report that our business since March 1 has 
been very unsatisfactory. We write above 90 
per cent of our business among farmers. The 
daily papers have had much about the continu- 
ous rains and serious floods and storms in the 
States in which we write business—Indiana, 
Illinois, Missouri and lowa—but one must be in 
this territory to realize how serious has been 
the situation. The roads have been impassable. 
That word exactly expresses their condition. 
Travel by automobile has been out of the ques- 
tion. In many places travel by buggy or even 
on horseback was impossible for weeks. Hence, 
the amount of applications received has been 
only about 60 per cent of what we would doubt- 
less have received since March 1 if conditions 
had been normal. 

Lapsation has been very heavy, for it has 
been impossible for our agents to see policy- 
holders, and in some cases the rural carriers 
could not travel their routes. However, we 
have the largest and best agency organization 
we ever had, and our agents are full of en- 
thusiasm and are impatient to get to work. As 
my secretary has been writing, “It can’t rain 
forever—at least it never has,” and already the 
weather is improving. We yet have eight 
months of this year, and with anything like 
fair conditions, this will be the biggest year for 
the Farmers National Life. We are not at all 
discouraged. We are full of fight. 

Sincerely yours, 
Joun M. Staut, 

President, Farmers National Life Insurance 

Company. 

Chicago, April 28. 





List of American Life Companies 

During recent years the number of life in- 
surance companies operating in the United 
States under legal reserve laws has greatly 
increased, and additions are constantly being 
made to the already extensive list. As a result 
agents frequently encounter in competition 
companies with whose names they are not fa- 
miliar, while the duplication of names also 
lends to their embarrassment. At the present 
time there are no less than 292 legal reserve 
life insurance companies of the United States 
duly licensed to transact business, while still 
others are in course of organization. 

Annually The Spectator Company prints a 
full list of legal reserve regular life insurance 
companies in The Compendium of Official Life 
Insurance Reports, which important work is 
also printed as an extensive chapter in The 
Insurance Year Book (Life, Casualty and Mis- 
cellaneous Volume). 

In order, however, that agents and companies 
may have in compact form the names and loca- 
tions of all the American life insurance com- 
panies now in active operation, The Spectator 
Company has published a list made up substan- 
tially to date, showing in addition to the cor- 
porate title and location of the companies, the 
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amount of capital stock, the names of the presi- 
dent and secretary, the number of years in 
business and the rate as to age. The list is 
printed on fine quality of bond paper, from 
clear type, so as to be easily read, and sells 
at 50 cents per copy. 


Officers of American National, Galveston 

The officers recently elected at the annual 
meeting of the American National Insurance 
Company, of Galveston, Tex., are as follows: 
W. L. Moody, Jr., president; Shearn Moody, 
vice-president: T. L. Cross, second vice-presi- 
dent; W. J. Shaw, secretary; N. V. Morgan, 
assistant secretary; M. D. Johnson, assistant 
secretary; M. Groshenny, treasurer; R. V. 
Brazzil, assistant treasurer; J. P. Youngblood, 
agency manager; N. E. Gorton, actuary; H. J. 
Hornberger, assistant actuary; E. B. Russom, 
auditor; J. R. Sayre, claim adjuster; Dr. Ed- 
ward Randall, medical director; Dr. W. J. C. 
Weimers, assistant medical director; Williams 
and Neethe, general counsel; C. W. Nugent, 
general counsel; John L. Darrouzet, assistant 
general counsel. 

President Moody and Secretary Shaw are 
in their seventeenth years in the service of 
the company. 

Secretary Shaw states that new business is 
improving in a splendid manner. 


Minnesota Mutual Life’s New Rate Book 

The Minnesota Mutual Life, of St. Paul, has 
just issued a new rate book which includes 
rates for an altogether new total disability 
clause. The latter provides that benefits are ef- 
fective immediately on receipt of due proof 
of total disability, and stipulates that total dis- 
ability will be presumed to be permanent after 
ninety days. The income provided is $10 per 
month per thousand dollars, in addition to 
the immediate waiver of all future premiums. 
As usual, the amounts paid at death and the 
cash and extended insurance values remain un- 
changed, the same as if the insured was in good 
health and paying his premiums. 

The new rate book includes full values up 
to the fortieth year on all policy forms. New 
contracts added are 30, 35 and 25 payment life, 
40 and 35 year endowments, endowment at 
70, 20 pay endowments at 70 and 60, 10 pay 
20-year endowment, 10 pay 15-year endowment, 
and deferred annuities with return (life income 
bonds). 

The company has also started a policyholders’ 
health service, to aid policyholders in detecting 
traces of disease and thus enabling them to 
correct physical disturbances. 

—L. T. Hollister, Inc., and R. Henry Depew have 
concluded an agreement whereby the two New York 


brokerage houses will increase their facilities. Mr. 
Hollister will move shortly to 110 William street, 


where the offices of R. Henry Depew are located. 

—The sixth annual outing of the William Street 
Club will be held June 17 at Duer’s Grove, Whitestone 
Landing. 
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THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 











It is 
It is 
It is 


FULL OF FACTS AND FIGURES 


Relating to the 


Rates, Values and Policies 


of 


Life Insurance Companies 


A CONVINCING BRIEF 
COMPREHENSIVELY BRIEF 


INDISPENSABLE TO EVERY ORDINARY 
AND INDUSTRIAL LIFE INSURANCE AGENT 


Fits easily in the vest pocket 


PRICE $2.00 


WRITE FOR CIRCULAR GIVING WHOLESALE RATES 






























PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


~ 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 


PUBLISHERS 
135 William Street 
New York 


Chicago Office 
Insurance Exchange 
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BER OF COMMERCE PROGRAM 


Meeting in Washington’ This 
Month 


nth annual gathering of the United 


CHAM 
Annual 


The te ee 2 : 
Chamber of Commerce is to be held in 


16, 17, 18. The program 
announces the main topic as, “European Condi- 
. ns and Their Effect on American Business.” 
tions 4 


States 


Insurance has been given a prominent part on 
the program. There will be two sessions, one 
dealing with domestic and one with interna- 
tional problems. The program is as follows: 


Turespay, May 16 


1, Understanding precedes appreciation. Few lay- 


men really understand insurance. This reduces the 
gle efficiency of our national insurance service 
poss - . . . 
and also permits of much adverse legislation which 
ultimately results in increased costs to the public. 
“Insurance and the Public. 
The public and business have at their disposal 
prolonging life and 


may facilities for saving or 


oroperty. They should be used to the fullest extent 
roperty } 
to be of maximum value.—“Getting the Most Out of 
Conservation.” 

governed somewhat 


It will be well, there- 


3, Insurance producers are 
in their efforts by self-interest. 
fore, to consider the possibilities of “Insurance Educa- 
tion and Service as an Individual Investment, Paying 
Dividends.” 

4, Insurance is a part of our 
definite 


national business 


structure. It has certain contributions to 
e toward the country’s 
welfare—“What May the 


Expect From Insurance?” 


prosperity and 
Man 


business 





American Business 
Wepnespay, May 17 


1. The American business man in planning his pro- 
gam of foreign expansion rightfully expects the ac- 


tive support of insurance. Just what service he 


expects insurance to render is presented in this ad- 


dress—“American Insurance and Our Foreign Trade.” 


2, Many problems confront the American insur- 


ance companies entering foreign fields. The way they 


have been met is of real interest to insurance and 


business—“Tnitiating and Carrying on Insurance in 


Foreign Fields.” 
marine ih 


3. Recently Congress model 


surance act for the 


passed a 
District of Columbia. It was 
lrafted and enacted with the idea of enabling Amer 
ian insurance companies to mect foreign competi 
tion, Many States may desire to enact similar legis- 
lation. —“ Model Law.” 


Marine Insurance 


(len Overton’s Belief in Insurance 

At a banquet tendered to President M. F. 
OBrien, of the Detroit Life, at 
Mich, Glen Overton, of Allegany, who carries 


Kalamazoo, 


0.000 insurance in the company named, made 
an interesting address in which he emphasized 
the idea of the ni essity of rendering service 
m order to achieve success. He said in part: 


7” é : 
_ The longer I am in business the more I am 


Impressed with the fact that well-rendered efi- 
Cent service in any line brings its own financial 
teward. Tam sure it must so in the life 
Msurance business i is in any other business. 
am certain that the application of the prin- 
ciple of the proper consideration for your fel 
lowmen, for the people with whom you are 
sociated and for the people from whon you 
obtain your busin : recteste alwavs results 
m success. It may take longer in some lines 


than in others, the details may 
te long run the application of this principle 
8 today the motivating spirit in practically 
“ery big business enterprise. , 


differ, but in 








=f . , , j 

3 ioulden, Cook & ¢ New York representa- 
tives i 3 if 
a 8 of the Connecticut General Life Insurance Com- 
any of Hartford, have 
Matters at 120 William 


sudeon, 


moved their offices to larger 


street. 


Dedication of 12-Story Structure Im- 
pressive Ceremony 


THOUSANDS CROWD STREETS 
Governor Hobby Among Distinguished 
Persons Taking Part in Unveiling 
Tablet 


A celebration such as Beaumont, Tex., has 
seldom held took place recently at the dedica- 
tion of the twelve-story new home of the San 
Jacinto Life Insurance Company of that city. 
Thousands of persons witnessed the ceremony 
and all streets leading to the building were 
closed to traffic for a block. The dedication of 
the tablet was in charge of H. J. Lutcher Stark, 
a prominent Orange citizen, who was master of 
the ceremonies. Taking part in the ceremony 
were President H. M. Hargrove of the San 
Jacinto Life, Governor W. P. Hobby of Texas, 
Mayor Bb. A. Steinhagen of Beaumont, Mayor 
J. P. Logan of Port Arthur, Mayor W. L. I.ea 
of Orange, and Mme. Galli-Curci. 

The dedication address of the new home of 
the San Jacinto Life to the “institution of life 
insurance” was made by John A. Mobles of 
Houston. Following the unveiling of the tablet, 


a short address delivered by Governor 
Hobby. 
by Mayor B. A. Steinhagen. 


Texas flags hid the bronze tablet until they were 


was 
Welcome to the visitors was extended 
American ard 


drawn aside by Miss Anne Hargrove and Miss 
Ileanor Weir. 

Beaumont’s new building will be the largesi 
one in the city. Ground was broken on May 
25 last year. The steel framework of the build- 
ing is practically complete and three concrete 
The building 
for occupancy, it is predicted, 


floors have already been poured. 
will be ready 

by September 1. It will have a six-foot course 
of polished Vermont granite and will be faced 
with Bedford, Ind., 


James Stewart & Company, Inc., of New York, 


stone. Contractors are 


and p'ans for the building were made by 








PHoToGRAPH OF TABLET DepICATING 





New 


Sanguinet, Statts & Gottlieb of Ft. Worth and 
Houston, Tex. 

The day of the dedication was celebrated as 
a holiday at Beaumont and in the afternoon a 
baseball game was played against a neighbor- 
ing team. 

Officers of the San Jacinto Life Insurance 
Company are: H. M. Hargrove, president; 
W. H. Stark, vice-president; C. H. Moore, 
vice-president; I. R. Bordages, vice-president ; 
J. S. Edwards, secretary; B. R. Norvell, treas- 
urer: Oliver J. Todd, attorney; Dr. D. S. Weir, 
medical director; Dr. J. H. Reagan, associate 
medical director; Chas. H. Stroeck, assistant 
treasurer; Geo. A. Wells, assistant secretary; 
J. F. Gilbert, agency director. 

The directors include: I. R. Bordages, John 
Dollinger, Jr., J. S. Edwards, J. A. Glen, H. M. 
Hargrove, J. P. Hilliard, Jno. L. Keith, W. F. 
Keith, Jno. H. Kirby, C. H. Moore, M. R. 
Newnham, B. R. Norvell, S. W. Pipkin, Dr. J. 
H. Reagan, C. C. Roberts, F. L. Sheeks, R. E. 
Smith, H. J. L. Stark, W. H. Stark, Oliver 
J. Todd, FE. E. Townes, H. F. Triplett, R. L. 
Weathersby, Geo. A. Wells, Dr. D. S. Weir, Ben 
S. Woodhead. 


The G. A. Kelly Agency, at Flint, Mich., 
which represents the Detroit Life Insurance 
Co., has been turning in a lot of new business 
lately. Mr. Kelly indicated his faith and good 
judgment by taking $150,0co in the company 
named. 

Homestead Endowment Corporation 


Milwaukee, Wis., entitled the 
Ilomestead Endowment Corporation, has been making 


An organization at 


an investigation in the direction of the alleviation of 
the housing problem by means of the insurance prin- 
ciple. It is now compiling premium rates, values, etc., 
for insurance in combination with the purchase or con- 
struction of homes. 
Massachusetts Mutual Advances Actuary 
Alexander T. Maclean, assistant actuary of 
the Massachusetts Mutual Life of Springfield, 
has been advanced to the office of associate 


actuary. 
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HOW MUCH WILL IT COST? 


“How much will it cost?” so¢c.ier or later interrupts every selling talk. Life Insurance Agents who can show the low net 
premium deposits of Union Central insurance need not evade this question. Estimates of future cost are best based on past 


performance. 


Union Central history is full of enviable records demonstrating that our policyholders have benefited over a 
long period of years on account of Union Central Low Net Cost. 


A policy which covers the entire period of the Company’s existence recently became a claim. The exhibit below shows how 
1beral dividends made possible a most remarkable return to this insured. 


Policy No. 11. Amount: $2,000. Age: 22. Period covered: Entire 
1 


Company history, 1867-192 
Premium $83.90. Plan: 10-Payment Life 


Total Gross Premiums 
Total Dividends 


Excess of Dividends over Premiums 


$839.00 
1,065.30 


$226.30 
A booklet further describing this interesting policy will be sent on request. 


PUNE HOLD OMOy 6 i 6 ois sie 3 Craigie ee awe sie ea 2 
Additions purchased with $341.83 Dividends + t97.00 
Dividends taken in Cash 556.86 
$2,993.86 
672.39 


$2,321.47 


Total Cash received by Policyholder and Beneficiary 
Premium Deposits (less $166.61 Dividends applied) 


Excess Receipts over Deposits 
For further information address 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 














Seventy-Nine Years of Service 


Our first policy was issued in 1843. 


Up to December 31, 1921, we had paid $1,736,129,- 
572 to policyholders and beneficiaries, and had ac- 
cumulated $675,319,164 for them. Dividends to 
policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,- 
651,779. 

Corporations and Partnerships protected by Busi- 
ness Insurance, Inheritance tax provision for large or 
small estates. Philanthropic institutions endowed. 
Income policies for the protection of homes and de- 
pendents. Annuities for the aged. Up-to-date Dis- 
ability and Double Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 








Insurance Company will share in the excess interest 


pany in trust or payable in installments and the allow- 


policies as well as participating. 


for them all the way when you 


Cink UP (wis THe () LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character” 














Lincoln Life Building 


Now More Than $205,000,000 in Force 





earnings of the Company on funds left with the Come — 


ance at this time brings the interest returns up to 5% 


This applies to beneficiaries under non-participating — 


You can assure your prospect that their Company is 


Fort Wayne, Indiana 
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BUSINESS INSURANCE 


James B. Moody, Jr., Before Hartford 
Kiwanis Club 
CREDIT OFTEN DEPENDENT ON 
PERSONALITY 


Death of One or More Executives May 
Mean Liquidation of Solvent Firm 
with Heavy Losses 


Business life insurance is simply a_ special 
application of the general principle of “In- 
demity against Loss” which is embodied in any 
real insurance contracts. It has, however, be- 
come almost a separate branch of life insur- 
ance requiring certain knowledge both of busi- 
ness operations as well as the details of the 
provisions of policies and company practice. 
Few business men realize the heavy mortality 
They know 
panic” years 


rate to which business is exposed. 
that some men do fail and that in 
the number is pretty high, but they have no 
conception of the regular casualties. The of- 
ficial report of the Federal Trade Commission 
of the United States Government, issued just 
before the war, stated that there were, at that 
time, about 250,000 business concerns in the 
United States and that over 190,000 of these 
made less than $5000 a year. More than 100,- 
000 firms made nothing at all. 

While volumes have been written on the 
mortality of mankind, the study of “business 
mortality” is comparatively new, although the 
very idea of business insurance presupposes 
the idea of business mortality. 

The increasing popularity of business insur- 
ance was evidenced recently by the applica- 
tion for $5,000,000 on the life of Adolph 
Zukor, president of the Famous Players-Lasky 
Corporation. There is not enough life insurance 
Value in the world to cover fully a man of the 
type of Rockefeller or Morgan. The news- 
papers of the country not long ago reported 
that the New York American baseball team paid 
4 great sum for the services of “Babe” Ruth. 
A life insurance representative read that item, 
and, unlike thousands of others, he came to this 
conclusion: “If this baseball club, the New 
York Americans, has paid this huge sum of 
money just for the privilege of hiring ‘Babe’ 
Ruth, it ought to be protected against loss of 
his services,” 


“ 


According to the revised roster of the asso- 
cation of centenary firms, there are at the pres- 
ent time but fifty-five firms and corporations 
in America which are at least one hundred years 
old, and which have come down the male line in 
one family. Of this number of antediluvian 


enterprises, more than half are located in the 
State of Pennsylvania. 

Other statistics, recently published, point out 
that more than half of all the wholesale and 
retail stores that began business in this coun- 
try, and half the factories, cease to exist within 
thirty years from the date of organization. In 
fact, students of economics have fixed upon five 
vears as a “generation” in trade. 

There has been prepared a table of expect- 
ancy which indicates the approximate ratios of 
mortality among certain lines of business. These 
tabulations show clearly the great field for 
business insurance—a field that is today merely 
scratched. 

Of course the figures upon which these fig- 
ures are based may have been modified during 
the war, but it is practically certain that after 
the present period of inflation has subsided we 
shall get back again to some such basis as 
existed prior to I914. 

This upheaval is bound to result in a decrease 
of production and efficiency, as is illustrated in 
a recent report of the research committee of 
the National Association of Credit Men, which 
shows, in response to an elaborate questionnaire 
sent out to employers the country over, that 
labor today is only from 70 to 80 per cent as 
efficient as it was prior to the war. Antagonism 
between labor and capital is very likely to per- 
sist during the reconstruction—all of which 
means that American business is facing a rather 
hazardous period. 

Capital will be scarce and interest rates high 
and the tendency to do business on an inflated 
credit will undoubtedly have to be curbed. This 
has already been started by the action of the 
Federal Reserve and other banks in requiring 
the liquidation of “frozen loans” and limiting 
credit to “necessary” industries. 

It is not possible to separate the Standard Oil 
Company from the name and the organizing 
genius of John D. Rockefeller, nor the railroad 
systems of this country from Hill and Harri- 
man. It is difficult to conceive the growth of 
these gigantic enterprises without the peculiar 
abilities of these men who made them what they 
are. In the deepest sense the Standard Oil 
and the Northern Pacific are Rockefeller and 
Hill. Charles M. Schwab was once asked what 
he would do in the event his steel properties 
were destroyed by fire. Mr. Schwab replied, 
“T would not even figure these a loss, as they 
could all be replaced in time; but if some 
catastrophe should destroy at one fell stroke 
the of our organization I| 


entire personnel 


would then consider myself a ruined man.” 

Such is the value placed upon the human asset 

in business by one of our industrial giants. 
(Continued on page 20) 
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LEM LANG’S TALK 


How He Sold Hardened Prospects 
Overcoming All Obstacles 
PERSISTENCY ONE OF 
FACTORS 


WINNING 


Manufacturer Finally Had to Listen to 
Sales Talk 


By FRANK H. WILLIAMS 

“Of course,” said Lem Lang, the old-time in- 
surance agent, reminiscently, “folks don't do it 
now as much as they used to.” 

“Do what?’ | queried, scenting one of Lem’s 
stcries coming on. 

They don’t get as wrathy at insurance agents 
as they used to in years gone by. Still some 
of ‘em do, even now. The old-time impression 
that an insurance agent is no better than a book 
agent or a man who canvasses a city from house 
to house selling a patent potato peeler or a 
new fangled ready-made how tic, persists to a 
great extent in certain quarters. I suppose it 
will be years and years before folks will come 
to a full realization of the fact that an insur- 
ance agent is, more nearly than the great ma- 
jority of other business men, a real agent for 
the promotion of happiness. Well, anyhow, 
some prospects still get mad when the insurance 
agent begins talking to them. I had an exper- 
ience of this kind just the other day and, per- 
haps, youd be interested in knowing how | 
handled him. 

“Shoot ahead,” I said. 


This bird is a rather oldish man who never 
had any money in his life until recent years, 
when he got going good in the manufacturing 
of an automobile accessory. Now he’s rolling 
in wealth. At least he’s got all he needs and 
then some. But he’s tighter than the’skin of 
a drum and he has turned down insurance agents 
in big bunches. His pet joy in life has, ap- 
parently, been to give an insurance agent the 
gate. 

Well, the other day I made up my mind to 
tackle him. I figured he was a large and juicy 
prospect and that I ought to be able to land 
him, seeing as how I’ve had so much exper- 
ience with various kinds of tough customers. 
So I sailed right merrily up to his place of 
business, breezed a pleasant smile at the good- 
locking girl at the information desk and walked 
right in. And, I might add, I walked right out 
again—blown forth, as it were, by the weight 
of his angry blast. 

You see, Mr. Tight Prospect gave me one 
look when I told him who and what I was and 
then said simply, “Get out before I throw you 
out. I can’t have any insurance agent butting 
in on me like this and disturbing me when I’m 
in the midst of an important business transac- 
tion.” 

Perhaps he was right in the midst of things. 
He looked busy enough, that’s true. And, really, 
I didn’t blame him for being angry with me. 
I'd foozled my approach, that’s sure. I’d tried 
rough and tumble tactics with the wrong man. 
You see I’d figured that since he made it so 































































































hard for insurance agents to get to him that 
he’d have a lot of respect for a man who 
brushed impediments aside and hurried right 
in to him. But I was mistaken, very badly 
mistaken, as I realized when | kind of hitched 
myself together and caught my breath again 
after leaving the building and leaning against 
it on the outside for support. 

But I made up my mind to land that pros- 
pect if I never did another bit of insurance 
selling from then until doomsday. So | went 
across the street to a little park and sat down. 

“Now look here, Lem,” I said to myself, “this 
bird is the very first man in all your exper- 
ience who has ever gotten so all-fired mad at 
you as to tell you to get out before he kicks 
you out. This is a big come-down for you, 
Lem, old boy, after all the years you've been 
building up a reputation for yourself as being 
a crackerjack insurance salesman: This is a 
black eye, a wallop on the bean and no mistake 
about it. You've fallen down good and hard 
and its up to you to stage a come-back or for- 
ever after hold vour peace and make a living 
by going into the man millinery business, or 
something like that. Now just how under the 
shining sun are you going to stage said come- 
back ?” 


PLANNED CAMPAIGN 


I spent a lot of time thinking over the 
proposition. I should have been out on the job 
calling on a lot of other folks but this thing 
had been such a facer that I simply didn’t have 
the heart to tackle anybody else. Finally, after 
thinking about the thing for an hour or so, | 
came to the conclusion that the proper way to 
sell Mr. Prospect would be by meeting him 
informally at lunch and gradually leading the 
conversation up to the matter of insurance. 

This idea cheered me considerably. I know 
a lot of men who were friends of Mr. Prospect 
and I went to the one of these whom I knew 
the best and arranged to go with him to lunch 
that day at the hotel where I knew that Mr. 
Prospect ate. And I also told my friend all 
about the matter and secured his promise to 
introduce me to Mr. Prospect quite formally 
and correctly during the lunch hour. 

The introduction occurred as per schedule all 
right. But I didn’t like the nasty way in which 
Mr. Prospect’s eves snapped when he saw me 
and I didn't like the angry look he gave me 
when my friend suggested that we all sit at 
the same table. 

“Sorry,” said Mr. Prospect abruptly, 
busy this noon!” 

And he went right over and sat down at a 
table all by himself! 

I sure was making great progress with this 
man- -I don't think! It looked as though I had 
just about as much chance of selling this bird 
a policy as I had of heing elected president of 
the Irish Republic. But, if I do say so my- 
self, I have a lot of persistence and [ hadn't 
been treated so roughly in years—so I was 
more than ever determined to land Mr. Pros- 
pect or pass out in the attempt. 

Of course, after this second turn-down | 
let things rest easily for a while. Although | 
was fully determined to sell him eventually 
there wasn’t any sense in pushing matters so 
hard that he'd call in the pcelice to abate me 
as being a public nuisance. 

After waiting around four or five days | 
tackled the thing again and | will say that my 
heart was in my mouth and my shoes laced 
doubly tight to keep them on while my trembling 
shins tried to shake ’em off. 

The plan I’d adopted for this third attempt 
was what might be called bold and brazen. It 
was just because it was so hold and brazen 
that IT was hopeful of puttine it over. T fig- 
ured that nothing else but a lot of nerve and 
brass would make a dent on the bird 

After calming myself as much as possible | 
rushed up to the prospect’s office. The girl at 


‘but I’m 
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Central Ohio , 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








the desk, who evidently remembered my previ- 
ous visit and who had also evidently been called 
down for letting me get past her, greeted me 
with a frosty glance. I smiled at her sweetly 
and started to race right by her. 

“Card, please.’ she demanded crisply. 

But I waved my hand negligently and hur- 
ried right on although I heard her utter a low 
moan of despair as I did so. 

Just as on the former occasion I breezed 
right through the intermediary offices up to the 
door marked “President” and then, judging that 
Mr. Prospect was alone because no sound of 
voices came from within, I opened the door 
and hurried into the room. 

Mr. Prospect looked up in surprise. When 
he saw me he looked positively ferocious. 

“How did you get in here?” he demanded. 
And then, without waiting for a_ reply, he 
yelled “Get out of here, quick! Book agents 
and insurance agents and all other peddlars 
aren't allowed in this office!” 

He got up half way from his seat as he said 
this. 

“Say,” I yelled back at him, even more loudly 


‘than his own yells, “if all your prospects treated 


your salesman like this you wouldn’t be in busi- 
ness a week! It’s a mighty good thing for your 
business that the majority of men treat sales- 
men courteously and kindly instead of adopting 
your tactics!” 

“What—what—well. I’ll be—” exclaimed Mr. 
Prospect and dropped back into his chair as 
though entirely overcome with amazement. 

I saw to it that the first step in my new 
plan had met with success so [ pushed hard 
on my advantage and rushing up to his desk 
I pointed a finger right in his face and went 
on rapidly and loudly: 

‘You'd feel like raising merry hob with any 
firm that treated your salesman like you are 
treating me, wouldn’t vou? You'd feel that 
your salesmen weren’t getting a square deal, 
wouldn't you? You'd rant and rave about the 
necessity for courtesy and kindliness in business. 
wouldn’t you? Well then, what business have 
you in treating me as though T was a down 
and out bum? What business have you in treat- 
ing any salesman the way you've treated me? 
Now you listen to me, I won't stand for such 
treatment as this! Do you get me? You've 
got to give me the same sort of hearing you 
expect firms to give your salesmen—under- 
stand ? 

He'd been listening to me with a sort of 
fishy astonishment in his eyes. When I banged 
my fist on his desk as I finished hurling my 
carefully prepared little speech at him, he sort 
of revived and looked at me somewhat belig- 
erantly again. 

“You, a salesman?” he gasped. “You aren't 
in the same class with my salesmen. My sales- 
men represent a big company. They sell a 
necessity. They—” 
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“Say,” I cried. “The company I represent 
could buy and sell your company. It’s only 
about ten times as big as you are. And as for 
selling a necessity—I guess your wife woul 
think insurance pretty necessary if you should 
die tomorrow with your affairs so_ involved 
that she wouldn't get a penny from your busi- 
ness enterprises. Talk about. selling neces. 
sities—there isn’t any greater necessity in the 
world than insurance protection for the man 
who wants to do the right thing for the people 
he loves. Of course, if a man cares absolutely 
nothing for his wife and his children: if he 
savs ‘After me, the Deluge’; if he doesn’t want 
to do the right thing by his family or by 
those dependent upon him, then insurance is 
not a necessity and a man is justified in treat: 
ing the insurance salesman more roughly than 
he would ever allow any firm to treat his own 
salesmen !” 

All this was something of a facer for Mr. 








One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,250,000. In- 
surance in force $103,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 

The best for the policyholder 
and agent. 


Operating in 18 States. For 
territory write today 


AGENCY DEPARTMENT 
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The demand for an outlet for excess on Life Insurance 
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THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, IOWA. 
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Full Coverage 

















Prospect. He looked a little groggy. Finally 
he shook his head a couple of times and then 
looked up at me more kindly. 

“|_J hadn't thought of all these things like 
that.” on 

“Well, it's time you were thinking of them,” | 
went on. “You're getting older. Your family 
responsibilities and your business responsibili- 
ties are increasing. You owe it to yourself, to 
your family and to your business associates to 
take out adequate protection which will safe- 
guard your family and associates from loss in 
the event of your death. You—”’ 

But you know the line of talk—a regular stiff 
up and at ’em selling talk. 

It sure was an interesting, concluded Lem 
abruptly, Jlapsing back into his chair. 

“But, but,” I cried, “did you sell him?” 

“Of course I sold him!” cried Lem with a 
satisfied smile. “And I’ve wondered several 
times since then if I wouldn't have sold a lot 
of those folks who got wrathy at me in the 
old days for offering them insurance if I’d only 
gone after them more strongly in the same way. 
And I wonder, too, if strong talk like this 
wouldn't be good medicine at the present time 
for those other few people who still treat the 
insurance agent rough like Mr. Prospect treated 
me? 


INHERITANCE TAX LAWS 

and Opinions in Various 
States 

Below will be found data concerning inherit- 

ance taxation in various States and in Canada: 


Requirements 


ARIZONA 
A new law has just been enacted in Arizona 
relating to inheritance taxes, which is modeled 
on the present Wisconsin statute. 


Unitrep STATES 

An action is now pending in the United 
States District Court for the Southern District 
of New York, the case being that of Louise 
K. Rickford vs. Edwards, collector, in which 
the validity of the provisions of the Federal 
estate tax law, taxing life insurance in excess 
of $40,000, payable to a named beneficiary, is 
involved. The suit is for the refund of the tax 
paid, and it is alleged that no part of the in- 
surance payable under a policy is taxable, as 
the same is payable under a contract. 


PROVINCE OF QUEBEC 
On property passing in the direct line 
ascending or descending between consorts, be- 
tween father —or mother-in-law and son—or 


daughter-in-law, after deducting debts, if the 
estate does not exceed $15,000, no tax shall be 
imposed. If estate exceeds $15,000 but does 
not exceed $50,000 on every hundred dollars 
of value over $5000, 114 per cent; on estate of 
$50,000 to $75,000, on excess over $5000, 114 
per cent; on estate of $75,000 to $100,000, on 
excess over $5000, 2 per cent; on estate of 
$100,000 to $150,000, on excess over $5000, 3 
per cent; on estate of $150,000 to $200,000, on 
excess over $5000, 4 per cent; if estate exceeds 
$200,000, on excess over $5000, 5 per cent. The 
$5000 mentioned is to be deducted out of the 
whole estate and not out of the share of each 
If the amount passing to any one 
person exceeds $100,000 a further duty is pay- 
able as follows: 


beneficiary. 


b 


$100,000 to $200,000, I per cent; $200,000 to 


$400,000, 114 per cent; $400,000 to $600,000, 2 
per cent; $600,000 to $800,000, 214 per cent; 
if it exceeds $800,000, 3 per cent. 
devolves to the brother or 


brother or 


If succession 


sister or descendant of sister of 


deceased, if estate does not exceed $50,000, 51% 
per cent; on $50,000 to $100,000, 9 per cent; if 
estate exceeds $100,000, II per cent. 

If succession devolves to the brother or 
sister or son or daughter of a brother or sister 
of the father or mother of the deceased, if 
estate does not exceed $50,000, 614 per cent; on 
$50,000 to $100,000, 10 per cent; if estate ex- 
ceeds $100,000, 12! per cent. 

If the succession devolves to any other col- 
lateral within the heritable degrees; if estate 
does not exceed $50,000, 9 per cent; on $50,000 
to $100,000, I2 per cent; if estate exceeds $100,- 
000, I5 per cent. 

lf the succession devolves to a stranger, if 
it does not exceed $50,000, 10 per cent; on $50,- 
000 to $1,000,000, 
$1,000,000, 20 per cent. 

Provided, that in the case of 
sion in the collateral line or to a stranger, 
where the amount passing to any one person 
exceeds $50,000, a further duty in addition to 


15 per cent; if it exceeds 


a transmis- 


above rates shall be paid on the amount so 
passing, as follows: Where the whole amount 
passing to one person exceeds $50,000 but does 
not exceed $100,000, I per cent; on $100,000 to 
$150,000, 11% per cent; on $150,000 to $200,000, 
2 per cent; on $200,000 to $250,000, 214 per 
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cent; on $250,000 to $300,000, 3 per cent; on 
$350,000 to $400,000, 4 per cent. 
SASKATCHEWAN 

No succession duty is leviable (a) on any 
estate of which the aggregate value does not 
exceed $5000; (b) on property passing by will, 
intestacy or otherwise, to or for the use of a 
resident or residents of the Province, and be- 
ing the father, mother, husband, wife, child, 
daughter-in-law or son-in-law of the deceased, 
where the aggregate value of the property of 
the deceased does not exceed $10,000, and when 
the person leaving such estate was at the time 
of his death domiciled in Saskatchewan; (c) 
on moneys received or receivable under a con- 
tract of insurance effected on his life by a per- 
son dying after this clause comes into force, 
if such moneys are payable under the terms of 
the contract to the husband, wife, child, grand- 
child or mother of the deceased and the total 
amount of the moneys payable under any one 
contract does not exceed $5000; provided, how- 
ever, that if any one beneficiary receives more 
than $5000 by reason of the deceased having 
effected two or more contracts of insurance on 
his life, then the moneys received or receivable 
by the beneficiary under such contracts shall 
not be subject to any exemption under this 
(d) where the value of any property 
passing to any one person does not exceed 
$300. 

The foregoing information is derived from 


clause ; 


Prentice-Hall Inheritance Tax Service. 
Laird Month for People’s Life 

April has been observed as “Laird Month” 
by the Peoples Life Insurance Company of 
Frankfort, Ind., in honor of the seventy-first 
birthday of A. A. Laird, president of the con- 
cern. The birthday fell on the tenth of the 
month. Agencies of the company in Indiana, 
Illinois, Ohio and Michigan sought to make the 
month the biggest in the history of the organi- 
zation. 

New York Life Underwriters to Meet 
The Life Underwriters Association of New 
York will hold its final monthly meeting and 
dinner at the Aldine Club, Tuesday, May 9. 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada: 

London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposai 
for £15,000 ($75,000) at the very first interview.” 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
“Am well pleased with the letters. Shall be able to 
make effective use of them.” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn, 


































Business Insurance 
(Continued from page 17) 

The following legal opinions were recently 
rendered by prominent attorneys: “Answer- 
ing your inquiry as to the legal status of a co- 
partnership upon death of one partner, and the 
relation of business life insurance thereto, would 
say: Under usual conditions, death works an 
immediate dissolution of the firm. The sur- 
viving partner faces a legal obligation to con- 
vert firm assets into cash, for payment of firm 
debts, for settlement with the estate of the 
deceased partner, and to wind up all joint busi- 
ness accounts, without undue delay. Not only 
firm creditors, but also personal creditors of the 
deceased, must be recognized. Without ample 
cash funds, through business life insurance, or 
otherwise, the surviving partner may lose the 
result and prospect of many years of effort, 
and the family of the deceased may be forced 
to accept settlement on the basis of a dead con- 
cern instead of a going concern. 

“The small concern especially, with limited 
credit, jointly and individually, where the part- 
ners have staked about.everything in their busi- 
ness, may invite disaster unless so protected.” 
And, a second opinion: “Very often in business 
contacts, we find some powerful outstanding 
personality and executive who is primarily 
responsible for the success of a business enter- 
prise. With this personality lost to business, 
either by reason of death or illness, the business 
Within 


our recent experience, a client of ours was the 


will be disorganized if not destroyed. 


executive head of a $1,000,000 piano com- 
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Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
Indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23 000,000.00 in force 


Insurance 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, 
and _ ability. 
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pany. He was so severely injured in an auto- 
mobile accident that his life was despaired 
of. Within three days of the injury, and while 
this executive was unconscious in the hospital, 
various banks and trust companies and creditors 
called their loans. This resulted in the bank- 
ruptcy of the corporation, and forced immediate 
liquidation of their assets has resulted in a situa- 
tion where the creditors will not realize over 
twenty cents on the dollar. 

“The outstanding personality in this business 
had the confidence of the banks and all cred- 
itors, and except for this accident the com- 
pany would undoubtedly be solvent today, pay 
off every cent it owed, and continue to do busi- 
ness with its creditors. The foregoing is but 
one instance of situations constantly occurring 
in the active practice of lawyers, forcefully 
emphasizing the need for life insurance.” At 
the death of any one of the valuable men of 
a business there are certain very definite shocks 
which result. Readjustments of various kinds 
must be made at once. The whole fabric of 
the business may be seriously threatened. The 
resulting shocks may be grouped under the fol- 
lowing heads: 

1. Credit is very 
greatly impaired. 


seriously involved or 


2. Efficient operation is disturbed, with 
consequent heavy monetary losses. 

3. The business-getting ability is diminished. 

4. Dividend earnings may be reduced. 

5. A new man must be found to replace the 
deceased. 

6. Stock adjustments often must be 
with the estate of the deceased. 

The worst of the whole affair is that un- 
der what appears to be a trick of fate the death 
of a prominent factor in a business generally 
occurs at the wrong time. Our newspapers 
every day are full of cases of business failures 


made 


which can be directly traced to the death of 
one of the principal members. 

Spot cash available for a business concern at 
the death of one of its important factors is of 
tremendous advantage as a “shock absorber” 
for the accomplishment of the following pur- 
poses : 

1. To. replace 
against the loss of the earning power of the 


brains and to indemnify 
deceased. 

2. To attract new men. 

3. To protect credit. 

4. To protect the endorsers of the firm’s 
paper. 

5. To protect the business against the death 
of the endorser. 

6. To retire bond issues or mortgages. 

7. To guarantee continuance of dividends. 

8. To provide for the retiring of stock of 
the deceased. 

Thus it will be seen that the whole proposi- 
tion of business insurance is extremely logical 
and may really be reduced to three funda- 
mental propositions: (2) The death of any 
valuable man connected with a business enter- 
prise is a distinct loss and a very dangerous 
occurrence. (b) Common sense and the ordi- 
nary principles of business finance require a 
provision for indemnity against loss, by the 
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application of the sinking fund. (c) Life in- 
surance is the only means for providing a sink. 
ing fund of the character required, 


A Millionaire’s Life Insurance 

A quarter of a century ago a well-known 
business man surprised the life insurance world 
as well as the business community by taking 
several hundred thousand dollars of life insur- 
ance. Ile then explained to a representative of 
Tue Specrator that his purpose was that his 
family should be fully provided for against 
whatever vicissitudes might overtake him. He 
was engaged in large enterprises and was the 
type of man who is disposed to broaden his 
field of endeavor as opportunity offers and he 
felt that notwithstanding his carefulness and 
acumen some untoward circumstances might 
lead to financial distress. As a matter of busi- 
ness expediency the man engaging in new and 
multiplied enterprises needs to be as free as 
possible from worry as to the future, and this 
man saw in life insurance the one guarantee 
that his family would be left in comfort even 
business ventures should result not 
always successfully. Years later rumors were 
current that this great man was in financial 
difficulty but powerful business friends came 
to his rescue and his difficulties were tided over 
so that he ultimately won a larger degree of 
success than he had previously achieved. Dur- 
ing his period of stress it was a source of great 
comfort to him to know that even though his 
death should occur before his affairs were 
straightened out his family would be so amply 
provided for that they could live in comfort 
and ease after his decease. 


if his 


The Widow’s Story 


3y IrvinG Loer 

It was on a Sunday afternoon that Jack, my 
husband came home from a strenuous game of 
baseball. He was only in the house a few 
minutes when he complained of feeling chilly. 
I immediately put him to bed and called for 
the doctor. 

He was worse in the morning. One week 
later, I stood at his bedside, a widow with two 
little children. A month later, a brief examina- 
tion of Jack’s papers showed he carried no 
life insurance. I'll never forget the tightening 
of what seemed chains of steel around my 
throat when I realized this. I was penniless, 
with two little ones and no trade or profession. 

This was the story in brief, I was telling my 
old friend Ruth whom I met accidentally on 
the street. She was married and had two 
little girls of her own. My story profoundly 
impressed her. She remarked her husband did 
not carry any life insurance. I suggested she 
consult with her husband that evening, get in 
touch with some life insurance agent. 

[Copyright, 1922, by The Spectator Company, New 
York. Companies and general agents desiring to use 
this article, please write to THE Sprctator.] 


The annual meeting and luncheon of the Er. 
plosion Conference will be held in New York city 
May 5. - 
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LEAFLETS BUILD BUSINESS 


Their Persistent and Systematic Use 
Produces Excellent Results 


THEY ALSO PREVENT LAPSE 
Applicants Convinced by Logical Leaflets 
Become Permanent Policyholders 

Instances come to our attention from time to 
time of the effective business-producing influ- 
ence of convincing life insurance literature. 
For example, a letter from a successful West- 
ern agent states that he has had some wonder- 
ful experiences with the leaflets written by W. 
T. Nash and published by The Spectator Com- 
pany. He goes on: 

| met a man in October—a big man and a 
breeder of full-bred cattle. I talked with him 
just a little in regard to insurance and found he 
was interested. | called to see him again in 
December, and he was not at home, and | left 
a copy of “The Cost of Dying” with his 
daughter and asked her to see that he got it. 
When I called back January 19, I wrote him for 
$50,000. 
“This man belongs to an association with 
thirty-six breeders, and he has agreed to go 
with me and see all of them. 

An agent recently wrote us concerning the 
leaflet entitled “One Young Man’s Ixperience 
with Life Insurance,” saying: 

I came across a copy of this work in my desk 
the other day, and in reading this booklet over 
with some of the other agents here we decided 
it is one of the best booklets we have seen for 
young men to read on life insurance. 

The life insurance salesman frequently has an 
opportunity to reap a large commission by sow- 
ing appropriate and forceful leaflets costing 
but a few cents apiece. The Spectator Com- 
pany has often been apprised of cases in which 
this has actually happened. An agent placed a 
copy of “The Cost of Dying” in the hands of 2 
friend whom he met casually, and secured his 
application for a policy of $80,000. Another 
man had been vainly trying for five years to 
insure a certain prospect, and after getting him 
to read “The Cost of Dying” secured his appli- 
cation for $25,000. Another agent wrote of 
having closed a $10,000 twenty-year endowment 
case purely by the use of “The Cost of Dying,” 
and expected to deliver an additional policy as 
well. As to the same leaflet, a general agent 
says that this publication has been the means 
directly and indirectly of closing some large 
cases for his agency. 

George Hawkins, general agent at Spring- 
field, ll1., for a prominent company, writes con- 
cerning the leaflet entitled “Borrowing From 
Mary,” by W. T. Nash, that “it has saved 
quite a number of cases in our office. I feel 
that every agency should have this beneficial 
little pamphlet. I am very glad indeed that our 
company has supplied us with them.” 

Even from the antipodes come inquiries for 
our business-getting and business-holding leaf- 
lets. A letter from the South African Na- 
tional Life to an officer of a company in the 
Middle West speaks of noticing in THE SPEc- 
TATOR a statement by the officer of the Western 
company in which he testified to the good re- 
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sults accruing from the use of the leaflet “Bor- 
rowing from Mary.’ The African Company 
desired to procure copies of this and other 
leaflets, which, it was thought, would prove of 
service in South Africa. 

Concerning the leaflet above mentioned, “Bor- 
rowing from Mary,” C. C. Hills, general agent 
at Indianapolis for the Mutual Benefit Life of 
Newark, says: 

The booklet “Borrowing from Mary” has 
been of considerable value in reducing policy 
loans. We send it out, without comment, at- 
tached to all loan papers, and the young lady 
having the matter in charge states that she 
thinks three or four loans have been prevented 
in this way. 

“OnE Business MAN’s EXPERIENCE WITH LIFE 
INSURANCE” 

Many life insurance agents who solicit prin- 
cipally among the farming class are paying 
more attention to the business man in the 
This is 
a field that has not been overworked and one 
that can be covered by the country agent with 
no additional expense. After spending the day 
among the farmers, he returns in the evening 


smaller towns than they formerly did. 


to his hotel in some small town, where the 
stores are open evenings. There he has a good 
opportunity to solicit merchants and others who 
may be less occupied than during the day. If 
such agents would place in the hands of all 
such a copy of “One Business Man’s Experi- 
ence with Life Insurance” and then follow this 
up with personal calls, he would be surprised at 
what can be accomplished. 

“One Business Man’s Experience with Life 
Insurance” is a most fascinating story of how 
life insurance was the means of starting a 
school boy in business, and keeping him in busi- 
ness, and finally making of him a rich man. 
Any business man, whether he is a country 
banker or small merchant, or the head of a big 
business in a city, cannot help but be enter- 
tained and profited by the reading and re- 
reading of this true story. Even the young 
man who is just beginning life, and is a good 
prospect for life insuxance, will get a valuable 
lesson from this successful business man’s ex- 
perience with life insurance. This leaflet will 
be doing valuable work for the agent while he 
is occupied among his other prospects, and it 
will pay any agent to make liberal use of it. 
As one agent expressed it, “This story works 
and sells life insurance for me while I am at 
home asleep.” Are you using it? 

The foregoing experiences indicate some 
ways in which certain leaflets may be used to 
great advantage. 

The Spectator Company publishes many leaf- 
lets designed for different classes of people and 
to meet different situations, but all aiming to 
make it easy for the agent to write or renew 
insurance. Many letters have been received 
indicating great success along this line. 


How SystEM AND PErRSISTENCY WIN 
The president of a life company in the Middle 
West, which has made successful use of leaflets 
in a systematic manner, recently wrote to the 
agency manager of another Western company a 
letter in which he said that he took it for 


at 


“< 


granted that his company’s system had been 
explained to the other official, continuing that 
he did not hesitate to say that the system has 


been productive of results far beyond his ex- 


pectations. He went on: 


When we first adopted the Nash leaflets we 
gave them out to our agents rather promiscu- 
ously and without any system, and, while they 
proved valuable canvassing material, the agents 
used them and followed them up with so little 
system or method that much of the good they 
should have done was lost. 

Aiter two years of systematic and persistent 
circularizing with these leaflets, and training 
our agents to follow them up promptly and 
properly, we can say that they have done more 
to make our company known, and favorably 
known, and have brought more good business 
and good agents to the company than anything 
else we have done. 

We are convinced, however, that this plan of 
securing and educating prospects will meet with 
that success which you would desire only when 
it is systematically and persistently carried out, 
and not done spasmodically or indifferently. 
Neither do we believe that the manner in which 
these leaflets are to be used should be left to 
the judgment of the agents until they have be- 
come educated in their proper use. There must 
be a well-defined system, both as to securing the 
right kind of a mailing list, and how and when 
the agent should follow up this printed matter ; 
and instead of leaving this all to the agent, the 
system must be a home office system, put in 
operation and carried out by either the home 
office or a properly equipped general agency. 
Each agent must be educated to this systematic 
plan of work and required to report on each 
list. If all this is done, and done persistently 
month after month, results will be nothing 
short of surprising. 

Should you decide to adopt this plan, we 
would be pleased to have you let us know as to 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

MR ois 5a ant be wre eae $128 .05 
Twenty Payment Life........ $167 .10 
Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bidg., Concord, N. H. 
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its success, and should you make any improve- 
ments on the plan—which, no doubt, you will 
from time to time—we would be very glad to 
have you outline them to us. 





LapsATION EFFECTUALLY REDUCED 

Another interesting feature of the business 
of the company whose president wrote as above 
is that business written as a result of the dis- 
tribution of leatlets has proved more persistent 
and of better quality than business written in 
the old way; in other words, the leaflets not only 
gel business, but hold it, and make permanent 
friends of policyholders. 

In many cases leaflets have been most serv- 
iceable in educating the wife of a prospect, who 
too often has proved an obstacle in the way 
of the agent seeking to write insurance. Many 
a man has taken a policy without his wife’s 
knowledge or consent, but which later becomes 
known to her, and when the occasion arises 
that she wants a new car or a new fur coat or 
an expensive vacation trip, and she finds that 
the premium on this insurance is going to inter- 
fere with her plans, she is likely to urge her 
husband to drop the insurance. The main 
trouble is she was not sold on the proposition, 
and if the husband himself was only half sold, 
or poorly sold, a lapse is the usual result. Hun- 
dreds of millions of insurance goes off the 
books of the companies every year for this 
very reason. 

Leaflets 
their wives, used with discretion and system, 
can and do accomplish a great work. When 
the wife is convinced of the great desirability, 


properly educating prospects and 


not to say necessity, of life insurance for her 
own and her children’s future protection, she is 
likely to be as strong for maintaining life insur- 
ance in force as, if not so convinced, she is 


against it. 
Tue New And EFrectivE SELLING PRINCIPLE 


The service rendered by strong, logical, con- 
vincing leaflets in producing and holding life 
insurance cannot be over-estimated. The sys- 
tematic application of this new principle in the 
sale of life insurance is a complete reversal of 
the old ideas, but is undoubtedly a great and 
growing factor in the spreading of the gospel 
of life insurance and placing the business upon 
an increasingly firm and permanent basis. 

Heretofore the idea in educating agents ap- 
pears to have been to imbue them with a selling 
force which overcomes opposition and almost 
compels the signing of applications, perhaps un- 
der protest; whereas the leaflet system aims to 
make the prospect desire life insurance by point- 
ing out its advantages. Under the old system, 
the man who is, so to speak, forcibly sold by 
an agent, too often does not remain sold; but 
the man whose intellect and reason are appealed 
to, so that he and his wife recognize the ben- 
efits to be derived from life insurance and come 
to want it, will, as a rule, continue his insur- 
ance in force even at the cost of the sacrifice 
of other things. In other words, the every- 
day events that emphasize the need for life in- 
surance in a simple, homely, true-to-life way 
make men, women and children want what the 
life insurance man has to sell. Thus the way of 
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the agent is made easy and the chance of laps 
is reduced to a minimum. ’ 





Miss Lakey to Address Women 

Miss Alice Lakey, publisher of “Tnsurance.” 
will speak at the annual meeting of the New 
Jersey State Federation of Womens Clubs at 
Atlantic City on May 3 to 6 and also at the 
biennial meeting of the General Federation 
at Chautauqua, N. Y., on June 24, on the sub- 
ject, “What Insurance Can Do for Your Child 
and for You.” 


Equity Life Reaches $2,000,000 Mark 

The Equity Life Insurance Company, of 
Omaha, Neb., reports that on April 1 appli- 
cations on file amounted to $2,040,000. Presi- 
dent A. S. Sorensen later reported that busi- 
ness was coming in fast, and extended his 
thanks to the charter policyholders for their 
co-operation in helping to secure additional 
business. 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its represent&tives., 


Joseph C. Behan, Supt. of Agencies 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commit 
nicate with us. 
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MEMPHIS SALES CONGRESS Joseph M. Smith, Memphis, was named vice- 


president for the local association; Emmett H. 


: 1 ‘ Ralston for Chattanooga; C. M. Boyers for 
legates Attend Successful yer 
Seen Meeting Knoxville, and Frank M. See for Nashville. 


eoeeoe The association met in the banquet hall of the 


j. W. BISHOP HEADS UNDERWRITERS _ !lotel Chisca and the meeting was the most 


largely attended in the history of the organiza- 


John M. Smith Named Vice-President and tion. Knoxville was selected as the convention 
E. E. Brown Secretary city for 1923. 

Memputs, TENN., May 1.—After eight hours 

of intensive training in the profession of mod- 

ern life insurance salesmanship, 300 delegates to 

the third annual sales congress of the Tennessee 

State Life Underwriters Association adjourned 

at 6 o'clock on Saturday. 
They elected by acclamation and without op- 

position J. W. Bishop, prominent citizen of 

Chattanooga, as president. I. I. Brown of the 

same city was named as secretary. The new 

officers succeed, respectively, Bolling Sibley and 

Cliff S. Blackburn, Memphis. 








J. W. BisHor, Presment, TENNESSEE LIFE 
UNDERWRITERS ASSOCIATION 


Dr. George B. Van Arsdall, instructor in 
the school of salesmanship for the [Equitable 
Life Assurance Society, was the last speaker 
y b on the program, his theme being “Life Under- 
writing as the Basis of Salesmanship.” 

Dr. Van Arsdall said: 

A man’s needs form the basis of all sales, 


OF NEBRASKA 


~ and the only thing he objects to when supplying 
N. W. Cor. 15th & Dodge his needs is the price. When you begin talking 
8TH FLOOR rates to him, you’re talking about the one thing 
to which he objects. When you talk service, 
OMAHA, NEBR. then you interest him. 


Acquaint yourself with the potentialities of 
his life, in what form life insurance can best 
benefit him. If he is a young man, underwrite 
his career. Supply him with a form of insur- 
ance that affords him financial backing when 
he will most need it, giving him self-confidence 


E. M. SEARLE, Jr., President and aiding to establish him in the business 
W. E. McCANDLESS, Vice-Pres. ee 7” 7 

Life insurance companies and savings banks 

Manager of Agents are the two great institutions of modern time 


that will assure the education and success of 
the future generation. The life insurance busi- 
ness is one of the more dignified professions. 
To attain success in this profession, you must 
study human nature, get an insight into men’s 
potentialities, their objectives in life, their 
greatest needs, their business defects and then 
devise that form of life underwriting that will 
best benefit them and their families. 





Dr. Van Arsdall was preceded by Frederick 








W. Tasney, third vice president of the Pru- 
dential Insurance Company, of Newark, N. J. 
This was Mr. Tasney’s first visit to Memphis. 

Mr. Tasney spoke on “The Insurance Agent 
of Yesterday vs. The Insurance Adviser of 
To-day.” 

S. E. Radland, president of the Central State 
National Bank, stressed the value of a modern 
life insurance policy to the man asking banking 
credit and requiring financial aid. Of what 
vast strength it was to the man’s character 
that he was protected by life insurance. Mr. 
Ragland, who spoke on “Life Insurance in Re- 
lation to Bank Credits,’ compared upon an 
equal basis the great harvest to be yielded 
through the savings banks and life insurance 
companies. 

John L. Shuff, president of the National Life 
Underwriters, declared that in ro11 the total 
reserve or cash value of the insurance in Tenn- 
essee was $40,727,887; that loans against 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuabte franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, II. 














ADDED AGENCY OPPORTUNITIES 


Continental Life Insurance 
St. Louis, Missouri 
EDMUND P. MELSON, President 





Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Company 


J. DE WITT MILLS, Secretary 











these policies aggregated $8,438,623, or 20.17 
per cent of the cash value of the policies. 

“Today there is more than $600,000,000 worth 
of life insurance carried in Tennessee,” ne 
asserted. ‘Last year the cash or loan values 
were $17,938,431, or 22.84 per cent.” 

Mr. Shuff, who made the principal address 
of the day, said that we should make the public 
understand “that we are trying to make men do 
the most unselfish act of their lives—to protect 
the individual in his old age and to protect the 
family in case of death.” 

I. N. Rogers, Commissioner of Insurance for 
Tennessee, spoke for a few minutes. He told 
the visitors that he came to the Memphis con- 
gress to get acquainted with the field men of 
Tennessee “with whom, as commissioner, | am 
transacting business daily.” 

“Many people look upon the Tennessee In- 
surance Department as but one of many arms 
of the State government,” he said. “They do 
not seem to realize that it is one of the big 
revenue producing departments of the State. 
Above all operating expenses, the Insurance 
Department of Tennessee turns back into the 
general fund around $1,000,000 annually. 

Commissioner Rogers was a lawyer in Knox- 
ville prior to his appointment by Governor Alf 
Taylor to head the Insurance Department of 
the State. 

“Get Your Sunday Shine” was the interesting 
subject of a sparkling address by Dr. E. G. 
Simmons of New Orleans, vice-president of the 
Pan-American Life Company. 

Ife illustrated the topic by telling of a boot- 
black in New Orleans who merely yelled to 
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“Shoe shine!” It was 
A boy on the 
“Get your 


the passing pedestrian: 
the same old hackneyed phrase. 
other corner yelled more lustily: 
Sunday shine now!” 

His talk was along salesmanship lines, in 
which he brought out that the insurance man 
of today must study closely into the life and 
habits and conditions of his prospect, the fam- 
ily of the prospect, his ambitions, his lodge 
and church affiliations. 

“You must find out what manner of man he 
be before you are able’ to lay before him a 
plan of endurance that will fit into his require- 
ments,” Dr. Simmons said. 

Mr. Bishop, newly elected president and man- 
ager at the home office, Volunteer State Life 
Insurance Company of Chattanooga, spoke 
briefly upon “The Value of a State Association.” 

Other speakers and topics included Jeff B. 
Marmon, manager of the Mutual Life Insur- 
ance Company office at Memphis, on “Hin- 
drances”; Walter Stokes, Jr., president of the 
Nashville Association of Underwriters, on 
“Ethics”; Mrs. Vollie Tate, Massachusetts 
Mutual Life Insurance Company, Memphis, on 
“Life Insurance as a Profession for Women”; 
J. J. Parks, St. Louis, secretary of the Missouri 
State Life Insurance Company, on “Prerequis- 
ites of Salesmanship”; J. E. Murray, represen- 
tative at Cleveland, Ohio, for the Penn Mutual 
Life Insurance Company, on “An Adequate 
Insurance Program’; Malcolm Adams, Phila- 
delphia, assistant supervisor of the Penn Mu- 
tual Life Insurance Company, on “Trust [und 
Agreement and Life Income Settlements,” and 
Mr. Rolston, newly elected vice-president for 
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Chattanooga, on “Increasing Value of Life In 
Settlements.” He led the general dj 
cussion on this theme. 

Resolutions were adopted thanking the speake 
ers, the Memphis men for their hospitality “- 
the press. 

The committee in charge of the congress he: “a 
included R. Henry Lake, general chairman, andl 
Homer L. Higgs, general secretary. Publicity 
G. Duffield, C. S. Blackburn, Homer E) 
Higgs. Entertainment—Dorion Fleming, 
Stout and Mrs. Mary E. Murrelle. Registras 
tion—George Phillips, Ed Kennedy and Bf 
Gardener. Attendance—T. M. Searles, Mem 4 
phis; Lewis Clark, Nashville; A. S. Caldwell: 
Chattanooga, and George P. Chandler, Knoxe 
ville. Finance—Joe M. Smith, J. B. Marmons 
John Lippitt R. M. Gamble and A. Boyd, Jr. 
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“Prominent Patrons” Helps Business © 

In relation to “Prominent Patrons of Life 
Insurance,” published by The Spectator Come 
pany, C. C. Griffith of Danville, Ill, writes: — 
I desire to add my endorsement of “Proma 
inent Patrons of Life Insurance.” E 

About ten years ago a copy fell into my 
hands and from that date I have bought every 
edition and carried a copy with me all the time 

In soliciting business men and _ busines 
women I refer to it frequently as showing the 
endorsement of life insurance by the great 
business people of the country. ; 

Their personal letters explaining their rea 
sons for investing heavily in life insurances 
are the greatest evidence found anywhere 
They are convincing to the skeptical and mays 
be used by the agent to great advantage. 7 
heartily endorse “Prominent Patrons of Life 
Insurance.” 
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The Last Word in Service 


Through its free Health Service, The Guardian pro- 
tects the policyholder’s health as well as his life. For 


five years this Company has offered to its policyholders the 
well-known service of The Life Extension Institute with- 
out charge. That it has been of incalculable benefit to 
the Company’s clients is proved by this analysis of last 
year’s experience: 


CENTRAL 
LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 


67% of policyholders examined revealed moder- 
ate physical defects or impairments. 


25% showed advanced physical defects or im- 
pairments. 
6% were seriously impaired. 
Through these examinations it was pos- 
sible to make the ‘‘stitch in time”, thus preserving 
health and prolonging life. 


If you want to know the whole story of what this Com- 
pany is doing for its policyholders and agents, address: 


T. LOUIS HANSEN, or GEO. L. HUNT, 
Vice-President Supt. of Agencies 


The Guardian Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 


50 Union Square, New York j 








Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
Home Office 
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LIFE INSURANCE BUSINESS IN 1921 
Financial Standing and Business in 1921 of Life Insurance Companies of the United States 


The following tabulation shows the aggregate of life insurance business transacted in the United States for 1921, and the financial condition 
f the companies as of January 1, 1922. The figures are compiled from the sworn reports of 264 regular life insurance companies, made to the 
0. 


yarious insurance departments, and are issued in advance of any State department report: 

——" °°” New Busi- 
Total Surplus 7 ; Total Pay- ness Paid Whole 

Admitted (Assigned and Premiums Total ments to Total for in Amount in in Amount 

Assets End Unassigned) Received Income Policyholders Disbursements Year (Includ- Force End in Force 

of Year . Endof Year - in Year in Year in Year in Year ing Revivals) of Year in Year 


Name AND LocaTION or COMPANY ee : 2 ; & ue. ere: 
Life, Hartford 191,718,046 26,159,758 31,148,207 39,297,067 18,273,666 26,188,809 324,617,774 — 1,204,000,398 48,411,057 
MB tural Life, Bay City 776,137 411,710 439,645 46,162 242,154 3,769,750 10,903,038 1,346,750 
poet stionsl, Birmingham... 1,293,432 268,683 365,891 82,272 171,145 1,309,000 8,516,398 67,629 
bama echers, Chicago 1,945,802 272,735 538,753 695,940 133,041 458,911 4,252,580 18,664,850 126,979 
MM! Tonrai’ Indianapolis... 8,606,412 5,736 2,194,336 2,826,561 985,673 2,020,218 31,942,453 106,330,496 5,199,776 
eee ee Pierson, Kan... 756,568 4 162,511 217,494 56,880 103,653 399,500 5,409,306 —384,632 
Am. —, neAver 1,123,321 53,7 416,047 493,786 95,118 273,592 3,491,040 11,634,117 —17,440 
eeeran ite, Detroit 6,368,739 243,225 1,193,321 4,689,679 450,303 959,438 39,167,661 60,027,515 29,198,422 
American Life, 238,768 266,583 39,585 139,875 15,193,056 27,146,043 8,120,698 


i if ins., Dallas ... 583,030 6 
eas La oe Tex 4,261,434 1,555,884 666,774 951,796 174,343 633,459 4,816,750 20,735,366 2,553,057 
, , 














’ ‘onal, Galveston... 11,672,937 1,858,147 4,916,087 5,569,730 1,123,983 3,368,865 19,936,651 459,057,290 43,315,785 
American National, ; 4 wets 649,711,419 698,642,483 b8,735,446 
a oe 274,745 33,292 127,877 141,349 27,415 87,471 1,186,087 4,352,840 —172,341 
SE ane Louie. 1,163,880 276,045 396,827 459,195 51,622 220),867 3,913,100 11,996,722 —296,563 
iieatic Life, Richmond, Va.... 8,769,814 2,703,406 3,256,295 870,074 1,732,271 16,078,171 82,761,893 6,171,680 
581,904 307, 307,666 338,475 46,430 241/428 5,412,015 12,342,850 773,988 
Me. ’'Life, Baltimore 6,256,742 587,93! 1,836,890 2,086,649 675,810 1,421,295 a2,733,622  — @11,379,635 a1,059,965 
Baltime , Ris eI eet a 511,586,243 637,089,960 63,156,037 
Sei 50,251,811 2,517,585 15,244,742 7,713,601 7,909,220 12,299,318 111,683,013 610,675,609 55,192,296 

pokes mA 5 tea 207162065 325 27,850,876 3,923,227 1,347,811 1,922,977 : 94,840,011 —891,017 

> 


11,754,269 790,5 2,792,298 beg 1,162,182 2,132,891 7 79,979,028 2,583,333 
: 2 : 2'000.827 378,275 478,990 603,596 114,393 306,526 : 17,542,346 2,473,956 
Bank Savings, Topeka _ aus $4 tae =0 088 Guan > gatanataae oon aan 
“al S Cit 3,950,742 844,925 1,059,086 258,804 498,206 28,276,575 —1,785,097 
oo Lie Toasted, Mass. 30,351,611 1,758,104 4,227,542 5,767,205 3,087,732 4,176,937 5 131,027,062 8,128,640 
en Mutual, Boston 4,961,367 352,312 1,419,832 1,664,675 610,296 1,206,750 @11,207,066 a491,919 
: 66,463,288 621,385,298 62,071,349 

iness Mens, Kansas City.... 1,499,846 324,274 92,581 95,511 5,000 66,945 2,026,675 3,568,175 1,560,675 
Petras State, Sacramento.... 5,086,052 725,548 1,211,705 1,630,468 304,366 888,505 14,512,413 43,783,412 5,001,141 
Carolina Life, Columbia 329,926 105,663 960,314 980,756 418,904 976.226 5,531,660 6,365,324 1,995,968 
Capitol Life, Denver 4,820,416 $36,027 1,425,245 1,751,859 476,175 984,203 16,619,579 48,709,019 468,219 


Bankers Reserve, Omaha 


ids, Cedar Rapids, Ia.. 1,468,971 185,276 399,850 485,943 71,276 233,373 3,13 14,010,604 1,588,916 
liane gg Mc 11,997,486 1,367,038 3,613,756 4,223,629 865,127 2,200,396 : é 108,240,977 2,514,344 
Central Life, Ottawa, LIl 4,140,352 536,266 1,106,759 1,325,954 335,988 825,025 5,08] 39,321,332 3,266,308 
Central Life, Fort Scott 1,103,088 79,299 400,053 pnt bee 84,755 310, 5% 11,572,135 2,484,481 
Central States, Crawfordsville... 410,679 79,556 111,347 127,030 11,519 i 8, 4,677,565 422,878 


to 


- 


72 
77 
"i 5 5 3,2 32 i 121 411,875 5 12,082 —1,517,786 
tral States, St. Louis 4,556,305 443,269 = 1,611,932 —1,818, aa 55,912,062 vf 
iiey Lite,” Indianapolis "408,052 218,796 151,135 174,491 32,591 91,153 "45,918 
Cleveland Life, Cleveland 3,899,951 335,582 951,565 1,185,446 290,265 359,597 515 30,711,433 1,503,647 
8 
2 
2,86 


>, Jacksoaville. 636,491 229,810 166,080 212,525 38,683 2,5 6,484,433 208,829 
Clover Leaf L. & C., Jacksoavi f g 2,188,945 2,477,301 640,563 1,635,790 


5 
6 
9 
2 
7 
: 
5 
8 


r Lea! : 5.868.377 527,377 5,525,687 a—117,746 
Coloniai Life, Jersey City aida 515,508,263 52,868,695 62,850,912 
ia Life, Cincinnati....... 2,187,991 286,502 417,770 564,269 2 344,337 1,911,508 14,432,775 499,383 
Columbia Mutual, Columbus, O. 3,220,939 679,658 1,290,878 1,525,625 321, 829,984 11,364,362 35,105,669 7,042,898 
Columbian National, Boston 22,061,788 1,841,000 4,321,949 5,391,001 222,0 2,648,653 28,112,377 150,971,160 11,666,780 
Columbia, Omaha 205,372 15,050 64,912 _74,401 2 41,602 397,077 1,951,747 30,146 
Commonwealth, Louisville 3,469,359 581,794 1,398,839 1,558,009 x 1,009,791 a8,539,321 28,116,413 a2,713,467 
% 66,236,901 620,269,714 61,024,028 

Commonwealth Life, Omaha .... 2,920,504 246,352 1,170,159 1,322,694 252,299 679,503 8,614,793 35,576,648 —1,491,307 
Connecticut General, Hartford... 37,481,516 2,990,165 9,501,300 11,447,593 4,055,989 6,712,159 117,922,256 410,248,134 47,860,201 
Connecticut Mutual, Hartford... 96,204,771 6,848,688 12,621,920 17,476,582 9,095,596 12,323,259 62,527,294 413,239,004 30,529,476 
Conservative Life, Sioux City... 161,968 150,569 17,894 26,939 3,000 36,630 380,522 790,522 254,022 


Conservative Life, South Bend.. 581,408 110,799 291,843 362,011 74,690 257,672 4,530,105 11,845,385 1,768,902 
Conservative Life, Wheeling.... 2,051,579 511,363 679,766 (08,151 179,260 458,632 21,960,284 54,630 
Continental Life, Wilmington. ... 4,560,212 1,409,092 1,114,204 315,767 293,786 703,296 q 35,377,753 3,803,765 
Continental Assurance, Chicago.. 1,411,402 376,125 671,639 7 5 366,391 22,658,834 4,931,249 
Continental Life, St. Louis...... 4,801,393 682,140 1,219,957 00,254 sé 909,175 37,235,840 - 825,295 
Cotton States, Memphis 547,088 204,911 228,342 257,762 224,470 : 7,017,594 —1,023,944 
Crescent Life, Indianapolis 161,780 123,590 49,604 , 63,779 1,884,170 251°456 
Dakota Life, Watertown, S. D.. 2,718,248 573,538 527,610 672,393 1,132 88,477 5 21,002,885 —2,352,508 
Des Moines L. & A.. Des Moines. 1,085,218 613,310 428,341 ’ 3, 12,714,356 —1,493,608 
Detroit Life, Detroit 2,180,119 188,149 866,056 1,018,031 210,532 612,379 10,205,274 26,919,176 4,884,210 


Durham Life, Raleigh 378,412 40,866 926,245 939,612 379,914 859,916 66,682,266 b10,807,432 61,157,854 
Egin Life, Elgin 272,078 105,421 32,920 46,658 17,137 35,626 87,815 1,134,475 4,832 
Elkhorn L, & A., Norfolk, Neb.. 445,040 19,563 139,200 157,129 42,931 96,238 854,823 3,955,501 —120,469 
Equitable Life, Des Moines 39,234,839 4,011,194 9,043,805 11,044,740 3,136,073 5,575,444 55,904,487 286,934,616 32,396,209 
Equitable Life, New York 655,301,018 98,354,981 100,422,243 137,724,016 83,678,763 111,699,219 436,312,658  § 2,441,863,363 183,849,538 
Equitable Life, Washington 1,902,098 229,200 905,057 1,002,998 167,209 564,062 a1,748,897 a6,711,365 a561,521 
64,891,299 b16,685,755 6920,207 

Equity Life, Grea: Fails, Mont.. 110,192 103,397 15,733 57,517 , 51,251 576,000 633,000 555,000 
Equity Life, Omaha - 32,290 29,146 54,331 85,785 51,405 405,500 404,500 *404,500 
Eureka Life, Baltimore 1,253,474 226,765 660,171 711,835 35,991 488,452 a1,140,250 a2,588,053 a363,650 
63,805,413 614,285,375 b844,288 


Farmers & Bankers, Wichita.... 750,655 1,017,506 1,242,513 288,904 694,255 7,195,829 31,643,837 625,187 
armers National, Chicago : j : , 609,133 692,312 92,651 445,420 8,164,779 22,123,907 3,845,453 
Farmers & Traders, Syracuse... § f 304,363 348,273 41,770 145,490 3,596,600 11,439,036 2,221,659 
Farmers Life, Denver 7,246 531,/ 422,595 626,814 220,522 471,390 1,013,720 13,585,089 —1,552,835 
Federal Life, Chicago 5,625, J 1,258,943 1,627,915 662,403 1,285,576 11,919,176 46,773,116 260,094 

Reserve, Kansas City, Kan. 7 5,2 493,214 548,969 7,000 341,069 2,414,000 3,618,500 2,163,500 
éderal Union, Cincinnati j 22 529,764 568,253 151,128 385,246 5,142,759 20,584,587 553,697 
Fidelity Mutual, Philadelphia ... f : 8,258,244 10,854,592 4,542,786 6,849,981 41,601,305 222,815,106 18,835,050 
irst National, Pierre, S. D 072 76, 464,976 558,944 113,270 308,302 3,778,036 5,266,797 725,101 
ist Reinsurance, Hartford..... : 7 1,030,018 776,876 973,030 236,297 397,991 6,333,576 27,088,577 3,473,375 


First Texas Prud., Galveston.... 114,227 298,968 377,798 5,621 315,596 4,765,405 ‘ 37 1,587,658 
ort Worth, Fort Worth 319,176 473,019 603,612 78,3 329,689 3,300,955 : 5s 233,082 
Franklin Life, Springfield, lll... 13,233,529 1,135,233 3,786,257 4,450,668 578 3,121,293 35,349,414 : : 9,250,038 
fate City, Greensboro 176,950 83,072 373,300 385,015 21,219 350,455 61,607,384 2,785,86: b—197,174 
m City, Dayton 455,918 576 150,890 178,257 23,285 103,145 1,800,206 f ,458 1,217,827 
Gee Washington. Charleston. . 2,657,874 ‘ 545,654 708,258 5,78 406,714 3,749,229 s 1,271,624 
qurard Life, Philadelphia........ 2,534,054 521,07 604,419 715,820 2,25 376,047 4,559,346 i 2,551,946 
Grens?, Life, Lansing 1,166,815 5,§ 354,916 417,666 54,908 193,393 3,896,735 
¢ im., Hutchinson, Kan.... 408,853 197,622 227,223 538 176,055 1,944,540 
Feat Northern, Grand Forks... 777,621 285,584 199,675 235,770 46,134 106,982 1,363,614 6,711,214 
i Gram 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial “‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Instirance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 






































NOW READY 
THIRD EDITION 


TABLES OF 


COMPARATIVE BENEFITS 
OF 
VARIOUS COMPENSATION LAWS 


Compiled by 
STANLEY L. OTIS 


Director Bureau of Workmen’s Compensation, New York State Dept. 
of Labor 


The Workmen’s Compensation laws of forty-two States are 
thoroughly analyzed in this work as to their benefits under the 
following distinctive headings: Death; Permanent Total; 
Dismemberment; Permanent Partial (Other Cases than Dis- 
memberment); Temporary Total; Temporary Partial; Medical 
Aid; Waiting Period; Miscellaneous. 

This work has been revised and carefully compiled by Mr. 
Otis who has been intimately associated with the Workmen s 
Compensation movement in this country since its inception. 
His experience with liability and compensation laws is exten- 
sive. At the present time Mr. Otis has charge of the direction 
of the Administration of the Workmen’s Compensation Law 
in New York State. 


SCHEDULE OF PRICES 
Per copy........... $1.00 SOicCwRIOS: «56666648 $30.00 
12 copies.......... 10.00 100 copies........... 50.00 
500 copies. . . .$200.00 
Advertisement will be printed free on orders for 100 
or more copies. 
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MANSFIELD, OHJO 
Ohio’s Largest and Strongest 
Automobile Insurance Company 














THE 


Boston Mutual Life Insurance 
Company 


77 Kilby Street “7 %¢,Company of the ~— BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms,of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 








List of American Life Insurance Companies 
(Revised to Date) 


Two hundred and ninety-two American legal reserve insur- 
ance companies are now licensed to transact business. Their 
corporate titles, location of head office, capital, names of presi- 
dents and secretaries, are given in convenient form in four pages, 
printed on bond paper, and will be found useful by every com- 
pany, manager and agent. 


PRICE, 50 CENTS PER COPY 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INRURANCE EXCHANGE NEW YORK 











‘‘Keep Southern Money at Home’”’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘“‘The Best Company In Dixie’ and We 
Will Grow Together. 


E. C. HINDS, President 


Otton States 


LIFE INSURANCE CO-nenrHis. | 
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GOOD TERRITORY 
- FOR GOOD MEN 


CBRobbins, Pres. CB Svaboda, Fecy 
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HOME OFFICE: CEDAR RAPIDS, IOWA] 
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NaME AND LOCATION OF CoMPANY 
Great Northern, Wausau, ee he 
Great Republic, Los Angeles..... 
Great Southern, | Houston......-- 
Great State, W ichita : 

Guaranty ben baa perk 
‘yardian Life, Ne ilacader 
erat, Gulfport, Miss POG ae 
Hawkeye Life, Des Moines ee 
Home Friendly, Loreen’ 4 
Home L. & A., Fordyce, Ark.... 


Home Life of Am., Philadelphia. 
Home Life, New Walters. o569 324.5 
Idaho err cs 
llinois Life, Chicago .-....---- 
siepeoiient Life, Nashville..... 


Indiana National, Indianapolis. .. 
Indianapolis Life. Indianapolis. .. 
inter-Mountain, Salt Lake City.. 


International, St. Louis. “piece 
International L. & T., Moline... 
Inter-Southern, Louisville....... 
lowa Life, Des Moines......--- 
lefferson Standard, Greensboro. . 
John Hancock, Boston ....---+-- 


Kansas City, Kansas City, Mo... 
Kansas Life, Topeka 


Kentucky Central, Anchorage, Ky. 


Knights Life, Pittsburgh........ 
La Fayette, La Fayette......... 
Lamar Life, Jackson, Miss..... 
Liberty Life, Topeka .......... 
Liberty Life, Lincoln 
Liberty Life, Des Moines....... 
Liberty Life, Chicago .......... 
Liberty National, Cape Girardeau. 
Life and Casualty, Nashville.... 
Life Ins. Co. of Va., Richmond. . 


Lincoln National, Fort Wayne... 
Lincoln Reserve, Birmingham... 
Louisiana State, Shreveport..... 
Manhattan Life, New Y 
Manhattan Mut., Manhattan, Kan. 
Marquette Life, Springfield, Ill.. 


Maryland Assurance, Baltimore. 
Maryland Life, Baltimore....... 
Mass. Mut., Springfield, Mass. . 
Medical Life, Waterloo, Ia. ‘oo: 


Methodist Ministers, Boston 
Metropolitan Life, New York... 


Merchants Life, Des Moines.... 
Michigan Mutual, Detroit...... 
Mid-Continent Life, Oklahoma C. 
Midland Insurance, St, Paul.... 
Midland Life, Kansas City, Mo. 
Midland Mutual, Columbus, Ohio. 
Midwest Life, Lincoln, Neb..... 


Minnesota Mutual, St. Paul..... 
Mississippi Life, Memphis....... 
Missouri State, St. Louis....... 
Modern Life, St. Paul.......... 
Montana Life, Helena .......... 
Morris Plan, New York........ 
Mutual Benefit, Newark ........ 
Mutual Life Baltimore ......... 
National Life, Montpelier....... 
Mutual Life, New York........ 


Mutual Life, Springfield, Ill..... 
Mutual Prost, Ghicagg. <1... < >.< 
National Am., Burlington, Ia.... 
National Benefit, Washington.... 
National Guardian, Madison, Wis. 
National Fidelity, Sioux City.... 
National L. and A., Nashville... 
National Life, Albuquerque..... 
National Reserve, Topeka 
National of U. S. 


A., Chicago... 


New England, Boston .......... 
New World, Spokane 
New York, New York 
Niagara Life, Buffalo .......... 
North American, Omaha re 
North Am, L, & C., Minneapolis. . 
North Carolina, Durham, N. C.. 
Northern Lite, Seattle .... 000.5 
Northern States, Hammond, Ind. 
Northern States, Minneapolis... . 


Northwestern Mutual. Milwaukee. 
yorthwestern Nat'l, Minneapolis. 
rine gg Life, Omaha...... 

ental L., / : v 
Occidental the Tae ey “ai 
on National, Cincinnati....... 
ry State, Columbus, O 
Old Colony, NOBICARD: « « ohe:-¢.:5:0 er: 
01 Line, Lincoln, Neb......... 
u d Line, Milwaukee 


———___ 


Total 
Adnitted 
Assets End 

of Year 


1,719.760 
1,726,477 





2,671,163 


43,222,328 
2,053,178 


17,819,465 
395,486 
6,873,447 
618,973 
17,119,541 
239,693,371 


22,010,867 
1,367,067 
696,675 


513,401 
2,451,110 
1,698,777 

497,943 

266,263 

222,264 

113,284 

365,720 
1,952,587 


28,308,449 


12,804,079 
828,503 
873,148 

19,818,205 

58,586 
1,176,331 
842,718 
4,379,522 
147,090,913 
129,525 


310,542 
1,115,583,025 


5,148,144 
15,994,131 
980,169 
994,136 
2,298,143 
(821,498 
1,991,751 






9,243,506 
385,361 
33,844,503 
117,122 
4,071,210 
308,821 
306,440,102 
3,199,117 
79,756,969 
677,505,499 


116,208,526 
305,528 


952,632,139 
2,008,018 
1,487,742 

223,896 
1,517,923 
3,203,384 
1,265,831 

288,976 


507,085,694 
12,450,925 
191,410 
1,667,087 
3,695,193 
3,146,441 
3,275,791 
2,148,177 
868,345 
3,280,865 


LIFE INSURANCE 


Surplus 


(Assigned and Premiums 


Unassigned) 


End of Year 
$ 


251,351 
6,105 





690,341 





4 
6,005,267 
185,050 
118,139 
328,907 
400,493 


387,894 


1,860,991 
256,497 





2,745,029 
312,386 


1,550,289 
108,359 
823,058 
115,558 
1,859,604 
18 249,287 


1,240,838 
729,199 
361,221 


225,179 
275,067 
190,823 
150,386 
142,660 
182,533 
108,801 
210,896 
695,221 


2,813,346 


1,133,938 
189,742 
319,959 

1,044,061 


"126,213 


22,148 
65,428,792 


551,011 
1,199,978 
217,416 
221,816 
133,955 
575,681 
254,164 


1,156,168 
105,953 
4,048,166 
112,155 
708,476 
271,793 
27,189,734 
445,380 
9,472,408 
88,897,452 


238,590 





1,510,291 
190,842 
243,609 

1,846,177 


9,268,642 
1,697,724 
118,525.744 
165,189 
36,756 
140,606 
109,000 
511,505 
233.795 
138,454 


44,600,546 
i,465,994 
101,008 
188,345 
482,475 
677,210 
409,568 
218,472 
312,739 
977,354 


Received 
in Year 


413,898 
535,569 
2,800,181 
263,350 
606,369 
6,903,540 


1,542,419 


6,997,818 
690,945 
3,842,471 
345,493 
455,793 
$26,304 
435,711 


4,507,073 
163,795 


377,658 


321,975 





1,734,357 
7,088,959 


5,632,690 
351,027 
218,332 

2,096,763 

36,170 
234,356 
193,458 
521,275 

24,827,002 
13,999 








81,559 
245,930,819 





1,599,082 
482,251 


2,431,669 
871,908 


1,393,359 
11,483,753 
91,379,899 


147,579 
2;383,679 
262,920 
515,159 
540,531 
430,283 
2,247,795 
153,178 
374,033 
4,162,879 


20,079,397 
962,958 
149,476,184 
314,199 
392,253 
28,536 
1,396,497 
828,665 
316,731 
161,939 


77,603,151 
3,988,424 
216,979 
465,350 
1,146,876 
1,093,894 
1,035,936 
668,177 
418,162 
1,220,128 


BUSINESS IN 


Total 
Income 
in Year 


495,212 
644,159 
3,442,527 
269,976 
689,211 
9,152,719 
152,690 
250,543 
1,000,471 
492,743 


1,653,247 


9,219,394 
840,421 
4,842,927 
423,667 


569,733 
967,950 
526,193 


5,561,464 
252,368 
2,094,733 
171,700 
6,182,292 
63,375,237 


7,989,967 
448,537 
1,722,301 


344,068 
673,225 
644,456 
450,293 
236,070 
73,487 
208,621 
322,232 
2,002,787 
8,557,123 


6,277,330 
411,948 
260,896 

3,241,347 

39,534 
293,779 
225,782 
743,982 

33,011,713 
14,521 


95,054 
300,527,613 


873,651 
1,889,168 





1,544,142 
15,509,631 
130,944,440 


168,911 
2,712,149 


327 999 


180,926 
387,417 
5,136,648 


25,717,581 
1,224,564 
200,393,486 
402,530 
472,657 
39,003 
1,443,740 
1,239,520 
400,450 
171,438 


103,026,861 
4,543,267 
240,937 
551,094 
1,362,858 


1921 


Total Pay- 
ments to 


Policyholders Disbursements Year (Includ- 
i ing Revivals) 





(Continued ) 


Total 


in Year in Year 
85,581 227,086 
126,252 7,471 





724,611 
18,605 
108,884 
4,460,746 
51,338 
25,000 
455,267 
127,665 


397,483 


4,740,341 

238,146 
23,607 
54,278 






1,: 


193,243 
193,599 
165,811 


1,493,866 
24,646 
566,470 
39,267 
1,770,688 
20,543,915 


1,896,966 
63,823 


128,854 


9,581 
348,009 
1,853,052 


1,234,266 
168,256 
39,205 
2,065,189 
6,548 
66,813 
27,740 
356,597 
13,142,012 


41,827 
91,348,473 


731,052 
1,568,419 
88,788 
60,651 
180,906 
351,999 
106,005 


886,075 
342,755 
3,296,878 
391,521 
23,714 
29,211,023 
242,532 
8,899,903 
95,239,239 


12,725 
634,662 
94,430 
132,106 
137,744 
117,120 
707,099 
22,628 
5,000 
1,942,028 


10,818,629 
215,641 
124,308,409 
257,639 
109,091 
7,101 
530,407 
338,949 
111,170 
14,974 


53,910,367 
1,400,314 
7,592 
128,511 
184,882 
181,533 
163,806 
225,684 
66,534 
207,406 





1,968,816 
213,921 
338,173 

6,743,682 
113,083 
224,904 
852,864 
304,774 





1,148,187 


6,524,487 
512,903 
2,989,473 
380,582 


388,104 
496,313 
380,158 


3,449,008 
145,947 
1,328.834 
87,430 
3,501,939 
36,828,868 





256,870 
360,621 
338,200 








86,004 
3,418,645 
4,925,998 


3,857,350 
334.614 
110,471 

3,014,016 

31,608 
149,123 
161,893 
528,068 

18,686,242 
38,392 


59,612 
168,318,588 


1,423,073 
2,411,742 
582,173 
179,680 


117,033,842 


116,953 
1,330,144 
333,292 
579,824 
310,388 
318,596 
1,835,650 
121,879 
335,775 


3,425,807 


15,204,868 
715,343 
158,860,035 
361,686 
247,647 
37,570 
1,251,169 
813,873 
262,040 
94,703 
68,670,820 
2,752,389 
125,198 


261,132 
669,335 


New Busi- 
ness Paid 
for in 


bo 


oo 
ee Om et 9) Oe 09 ON 





a7,762,350 
b5,691,340 
31,810,915 
6,160,492 
26,459,570 
a879,500 
b5,877,612 
2,230,270 
6,948,094 
3,833,849 


40,182,627 
1,926,913 
15,564,103 
510,086 
47,831,199 
a133,767,117 
6145,019,120 
38,263,787 
4,159,731 
69,273,670 


6,566,543 
4,604,991 
230,354 
3,237,500 
3,313,900 
479,740 
256,500 
1,319,000 
56,091,582 
al14,147,195 
624,371,340 





81,309.064 
2,617,656 
1,566,735 

11,616,767 

634,426 
1,298,014 
3,790,623 
1,647,085 

136,157,351 
401,500 


351,750 
a897,949,212 
b666,.840,395 
15,303,395 
12,935,221 
13,339,261 
2,070,271 
4,716,075 
9,735,854 
3,956,170 


19,075,682 
8,976,382 
101,066,946 
670,000 
5,663,006 
7,366,200 
168,516,755 
18,100,841 
50,453,617 
343,850,863 


2,035,212 
14,574,905 
1,920,212 
6,885,381 
3,990,544 
3,581,232 
50,159,245 
2,914,106 
9,516,000 
24,486,930 


1,264,995 
236,000 
22,278,902 
5,004,848 
2,304,548 
1,536,700 


267,911,313 
42,208,639 
1,279,000 
4,382,445 
9,939,786 
10,542,032 
6,944,362 
6,410,673 
6,195,000 
13,508,325 


Whole 
Amount in 
Force End 

of Year 


14,593,930 
17,082,737 
103,680,051 
7,267,831 
20,735,881 
198,221,795 
» 5,090,305 
6,790,000 
9,345,943 
12,010,445 


a26,164,515 
620,178,830 
223,116,887 
23,019,045 
136,485,045 
a2,393,859 
69,859,268 
15,828,372 
30,293,352 
13,344,381 


138,239,918 
5,019,352 
59,204,201 
4,299,355 
165,340,195 
a835,964,486 
b709,623,711 
226,711,221 
12,014,324 
611,227,980 


10,910,092 
16,304,840 
19,902,714 
11,322,500 
6,523,400 
2,096,075 


a78,355,055 


b135,833,406 


197,975,418 
8,238,998 
9,453,862 

70,646,801 
1,626,454 
6,967,009 

10,071,161 

16,813,965 

817,054,519 

347,000 


2,279,741 
a3,892,267,274 
b3,113,440,565 

80,435,305 
88,252,493 
22,475,327 

8,239,507 

23,764,226 
47,029,354 
18,504,823 


78,129,203 
10,204,034 
340,417,028 
670,000 


2,472,651.779 


6,060,763 
69,693,209 
7,766,511 
0,836,337 

.758,232 


136,949,716 


609,415,082 
28,927,308 
3,816,098,524 
9,666,814 
13,574,140 
1,191,779 
33,763,816 
24,459,290 
12,265,159 
5,256,819 


2,350,450,298 
139,868,889 
2,154,000 
16,339,904 
39,510,770 
35,006,472 
30,467,188 
22,938,553 
14,301,858 
38,567,995 





27 


Gain 
in Amount 
in Force 
in Year 


1,422,200 
2,202,332 
—1,893,631 
2,235,811 
3,529,699 
—30,344,025 
—1,291,955 
4,105,000 
—642,578 
182,865 





a2,518,262 
62,641,905 
10,633,787 
—599,710 
7,902,669 
a113,575 
61,914,610 
728,307 
3,855,208 
132,916 





7,611,843 
505,902 
1,302,930 
—549,227 
2,069,922 
a68,968,493 
666,952,309 





a3,779,565 
63,107,177 


38,626,040 
—2,279,579 
—470,262 


2,504,981 
—564,585 
88,311,173 
*347,000 


230,914 
a391,918,878 
b233,776,447 

—4,766,740 
2,514,820 
3,292,949 

407,308 

333,075 

6,197,738 
1,214,357 


524,723 
—1,163,918 
38,088,224 
*670,000 
—3,224,493 
2,680,625 
104,932,198 
6,586,682 
24,438,960 
114,678,658 


469,263 
3,517,524 
320,100 
3,140,303 
2,053,646 
44,241 
802.197 
31,894 
*9,511,000 
2,863,584 


48,641,846 
93,783 





—1,252,139 
—110,248 
319,420 
1,666,448 
954,873 
—1,939,360 


153, 
5 


56,229 
1,652,178 
4,623,921 
3,783,628 

702,003 
844,358 
5,579,446 
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NOW READY 
Thirty-first Annual Edition, 1922 


THE HANDY GUIDE 


Premium Rates, Applications and Policies 


For Over Three Decades 
THE STANDARD REFERENCE WORK 


FEATURES IN 1922 
Modified Preliminary Term Reserve Tables 
Illinois Standard 


PREMIUM RATES 


for Ordinary, Limited Payment, Endowment and Term 
Policies 


SURRENDER VALUES 


for all ages and a series of years; 
Loan, Cash, Paid-up and Extended Insurance Values 


LEADING POLICY CONTRACTS 
Complete Without Eliminations 
Warranties and Agreements in Applications 


DISABILITY AND DOUBLE INDEMNITY 
Clauses Presented Verbatim 


MAXIMUM AMOUNTS WRITTEN 


on a Single Life 


RESERVE, MORTALITY AND MONETARY 
TABLES 


COMPLETE, ACCURATE, CONVENIENT 


PRICES 
FLEXIBLE BINDING, for Pocket Use........... $4.00 
WITH THUMB INDEX (for 30 Cos.)......-..... 435 
THREE SUPPLEMENTS, Extra................. 1.00 
THE SPECTATOR COMPANY 


CHICAGO NEW YORK 





Jefferson Standard 
Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 








_ Insurance in Force—Over $165,000,000.00 








Large Strong Progressive 





ATTRACTIVE POLICY CONTRACTS 
FINE TERRITORY 











GENERAL INSURANCE OFFICES 


WILL IN 1922 
PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
general offices that have life departments are pleased with 
results. 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gen- 
eral insurance office. In 1922 this Company will make a 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 























77D) = 
IFE INSURANCE COMPANY 


OF BOSTON MASSACMUSETTS 


In Business Since 1862 


Insures all classes of selected lives, issuing policies on 
the ordinary, intermediate and industrial plan at all 
ages. It also insures against total and permanent 
disability. Policies of the company are made secure 
by reserves maintained on the highest standard, with 
additional contingent reserves providing protection 
against all emergencies. Information and Advice on 
any matter relating to Life Insurance is Available at 
any time through the Agencies or Home Office of this 
Company. 
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THE SPECTATOR 


Life Insurance 








Name AND LocaTION OF COMPANY 


ha Life, Omaha............ 
paseo Life, Portland, . 
Our Home, Washington, bb C..: 
Pacific Mutual, Los Angeles..... 
Pan-American, New Orleans..... 
Penn Mutual, Philadelphia Nearer 
Peoples Life, Baltimore......... 
Peoples Life, Chicago 
Peoples Life, Frankfort, 
Peoples Mut.. Ben, Wash., 

ia Life, Peoria......... Bere 
edelphia Life, Philadelphia. . 
Phenix Mutual, Hartford 
Policyholders, Sioux Balle. . cso 
Postal Life, New York......... 
Prairie Life, Omaha 
Preferred Life, Topeka . 
Preferred Risk, Des Moines..... 
Presbyterian Ministers. Phila. ... 
Protective Life, Birmingham.... 
rovident, Bismarck, N. D..... 
pubes L. & A., Chattanooga. 
Provident L. and_T., Phila..... 
Providers Life, Chicago......... 
Prudential, Newark 


Public Life, Chicago. ; 
Public Savings, Indianapolis..... 


Puritan Life, Providence 
Quick Payment, St. 0 
Register Life, Davenport, Ia.... 
Reinsurance Life, Des Moines... 
Reliance Life, Pittsburgh....... 
Reserve Loan, Indianapolis...... 
Rockford Life, Rockford, Ill.... 
Royal Union, Des Moines....... 
St. Joseph, St. Joseph, Mo...... 
St. Louis Mutual, St. Louis..... 
San Jacinto, Beaumont, Tex..... 
Scranton Life, Scranton......... 
Security L. and T., Greensboro. . 
Security Life, Chicago.......... 
Security Mut., Binghamton, N.Y. 
Security Mutual, Lincoln, Neb... 
Shenandoah, Roanoke. Va....... 
Southeastern, Greenville, S. C... 
Southern L. & T. Greensboro... . 
Southland Life, Dallas 
Southern States, Atlanta........ 
Southern Union, Waco, Tex..... 
Southwetsern Life, Dallas 
Standard Life, Pittsburgh...... 
Standard Life, Atlanta 
State Life, Indianapolis......... 
State Life, Des Moines......... 
State Life, Great Falls, Mont... 
State Mutual, Worcester 
Sun Life, Baltimore 


Teachers I, and A., New York.. 
Texas Life, Waco, Tex......... 
Toledo Travelers, Toledo 
Travelers, Hartford 
Twin City, St. Paul..... 
Two Republics, El Paso, T heer 
Union Central. Cincinnati....... 
Union Life, Rogers, Ark........ 
Union Mutual, Portland, 
Union National, Houston 
United Fidelity, Dallas 
United L. and A., Concord, N. H. 
United States, New York....... 
Universal Life, Dubuque ....... 
Volunteer State, Chattanooga.... 
West Coast, San Francisco..... 
Western Life, Des Moines...... 





Western National, Cheyenne.Wyo. 
Western Reserve, Muncie, Ind. 


Western & Southern, Cincinnati. 


Western States, San Francisco... 
Western Union, Spokane..... ee 
Wisconsin Life, Madison, Wis.. 
Wisconsin National, Oshkosh... . 
*Dec. 31, 1921 (264 cos.).. 
Increase in 1921 .......... 
tDec. 31, 1929 (253 cos.).. 
*Dec. 31, 1919 (287 cos.).. 
*Dec. 31, 1918 (240 cos.).. 
tDec. 81, 1917 (241 cos.).. 
tDec. 31, 1916 (241 cos.).. 
*Dec. 31, 1915 (235 cos.).. 
Dec. 31, 1914 (250 cos.).. 
*Dec. 31, 1913 (259 cos.).. 
TDec. 31, 1912 (248 cos.).. 
se 


Total 


Admitted 


Assets End 


of Year 


$ 
931,884 
3,282,151 
341.647 
65,199,251 
10,000,680 
233,985,548 
15,021 


10,272,978 
527,031 
164,578 
168,820 

11,173,301 

1,634,283 
841,614 
1,110,800 
128,399,518 
583,760 


789,508,224 


676,774 
1,760,147 


952,479 
196,386 
3,247,726 
1,087,904 
17,949,622 
5,752,650 
894,168 
10,945,271 
1,183,683 
1,784,746 
632,692 
4,759,450 
255,971 
4,442,069 
12,156,129 
2,556,812 
1,367,692 
1,697,274 
5,763,693 
6,273,855 
4,161,566 
1,080,874 
10,315,581 
2,726,849 
1,554,424 
26,221,556 
1,853,237 
547,828 
72,219,112 
2,553,918 


1,651,102 
2,603,098 
363,050 
219,005,682 
375,127 
660,939 
161,681,751 
60,821 
73,044,990 
180,752 





676,698,700 
7,390,972,036 
6,808,582,146 
6,529,620,899 
5,940,622,780 
5,536,607,483 
5,190,836,925 
4,940,383,344 
4,658,712.995 


4,407,957,949 


£ 067,670,736 810,036,835 


LIFE INSURANCE BUSINESS IN 1021 (Concluded) 


Surplus 
(Assigned and Premiums 
Unassigned) Received 
End of Year in Year 
238,122 379,968 
444,874 822,439 
97,038 100,443 
7,623,098 13,384,435 
1,541,167 2'895,334 
21,751,112 37,714,376 
Cree 8 8 -axaretne ae 
123,165 197,664 
158.933 583,746 
75,768 1,368,515 
359,715 2,101,807 
899,098 1,881,000 
3,998,604 11,320,146 
10,352 63,131 
377,866 1,379,721 
136,049 170,426 
140,867 81,211 
110,215 60,162 
1,014,075 1,589,075 
294,145 419,902 
224,349 361,096 
365,383 330,819 
9,183,925 20,506,304 
184,511 225,922 
54,003,741 187,951,576 
606,743 84,312 
256,588 1,153,690 
233,554 144,708 
56,780 190,624 
291.014 671,865 
901,915 251,511 
1,750,566 7,190,285 
439,042 1,719,038 
249,691 281,390 
848,265 2,409,004 
323,178 394,587 
164,436 284,112 
240,596 237,501 
402,481 1,018,293 
177,764 141,588 
424,105 1,091,141 
675,241 2,361,397 
406.444 432,319 
757,992 468,860 
159,627 448,632 
1,464,166 1,449,323 
660,553 1,774,603 
160,765 1,067,552 
194,354 250,050 
1,355,885 2,890,505 
413,773 477,035 
168,757 878,043 
2,928,305 5,132,096 
677,878 261,513 
186,710 151,408 
6,360,031 10,800,541 
596,427 1,080,781 
1,148,040 311,945 
339.751 651,825 
106,250 73,585 
18,256,418 40,809,022 
142,486 122,389 
138.391 207,810 
18,214,442 27,412,584 
56,271 2.032 
504,590 2,472,909 
160,558 51,083 
514,024 157,139 
756.720 764,961 
322,646 616,356 
528,429 68,843 
854,000 1,511,689 
945,506 1,780,908 
215,572 470,975 
275,563 281.819 
110.786 100,718 


2,126,388 


10,093,995 








Total 
Income 
in Year 


410,458 
977,490 
149,597 
16,873,388 
3,523,864 
50,767,131 
13,316 


1,405,284 
2,430,225 
2,333,985 
14,785,036 


517,055 
410,563 
380,492 
26,634,651 
267,931 
223,939,227 


137,415 
1,253,002 


187,672 
204,646 
816,440 
310,487 
8,044,495 
2,058,305 
330,239 
2,924,111 
440,333 
381,506 
264,830 
1,283,708 
154,160 
1,304,429 
2,992,200 
612,069 
557,170 
557,654 
1,662,275 
2,127,249 
1,318,258 
312,869 
3,599,483 
731,255 
918,454 
6,578,962 
1,457,942 
186,795 
14,508,480 
1,211,930 


378,246 
846,091 
89,331 
49,199,291 
138,302 
240.449 
36,426,558 
15,537 
3,386,237 
151,984 
199,623 
903,806 
977,875 
101,095 
1,990,617 
2,195,401 
567,934 
332,822 
141,027 
11,364,500 











1,217,461 1,882,869 
700,308 1,659,115 
57.741 247,400 
616,342 581,558 
1,525,190,468 1,944,215,398 
32,558,788 103,885,685 148,012,995 
777,478,047 1,421,304,783 1,796,202,403 
726,111,276 1,209,427,705 1,555,053,657 


717,695,706 
747,193,049 
704,056,881 
663,759,359 
665,998,682 
624,475,497 


621,931,115 


994,266,611 
928,840,629 
847,983,760 
784,330,874 
748,982,363 
715,346,694 


672,758,269 


1,324,586,741 
1,249,491 ,387 
1,117 ,860,328 
1,042,962,534 
988,102,214 
925,310,592 


893,125,241 








Total Pay- 
ments to 
Policyholders Disbursements Year (Includ- 


in Year ing Revivals) 
$ 


44,155 
128,613 
54,101 
6,319,329 
796,338 
26,679,055 
60,000 
138,968 
464,120 
354,810 
963,118 
6,737,429 
2,248 
1,214,494 
34,584 


115,794 
14,078,618 
65,191 


68,970,513 


4,607 
195,684 





1,768,035 
835,428 
52,490 
1,295,053 
70,469 
125,830 
44,059 
286,143 
5,360 
399,902 
1,354,540 
142,064 
50,018 
121,522 
432,127 
423,233 
431,596 
42,813 
685,309 
192,967 
165,767 
2,462,675 
68,953 
15,930 
6,885,499 
123,495 


9,950 
183,407 
33,516 


6,000 
259,842 
1,044,060 
5,534 
397,548 
620,853 
146,554 
33,673 
27,872 
2,376,867 





Total 


in Year 
9 

188,226 
358,221 
110,347 
10,938,969 
2,085,408 
34,724,447 
12,250 
203,909 
362,788 
1,261,270 
1,863,343 
1.700.760 
9,691,724 
26,601 
1,714,024 
108,505 
90,504 
45,317 
1,312,091 
245,199 
194,040 
248,911 
19,124,195 
202.045 
122,723,482 


219,579 
871,323 


102,534 
159,503 
540,151 
197,381 
4,456,709 
1,628.996 






2,031,376 
201,344 
196,724 
160,911 
646,184 
127,978 
839,723 

2,212,263 
366,276 
411,896 
343,358 
942,191 

1,302,980 
857,507 
175,782 

1,790,307 
479,405 
611,886 

4,290,607 
513,748 


9,835 
3,316,389 
72,441 
205.111 
638,658 
1,348,240 
116.4238 
1,055,368 
1,236,672 
372,981 
225,509 
69,472 
6,674,582 


1,339,934 
1,105,621 
182,036 
306,336 


New Busi- 


ness Paid 
for in 


4,618,802 
5,354,587 
658,500 
81,184,108 
24,447,604 
136,509,538 
639,164 
2,923,579 
4,858,746 
616,281,854 
15,137,829 
14,922,455 
50,462,274 
58,000 
4,281,397 
1,826,500 
2,284,309 
796,550 
4,431,095 
4,693,284 
1,340,000 
3,454,237 
87,607,287 
1,598,219 
a453,330,553 
b686,453,679 
1,255,500 
25,882,206 
616,734,575 
793,153 


3, »o2l 

» 9,027,167 
2,238,000 
889,265 
4,139,831 
5,479,921 
3,174,535 
11,105,026 
9,981,540 
3,700,411 
6,878,427 
4,072,289 
12,921,086 
17,965,190 
6,729,949 
2,062,560 
31,172,172 
1,847,670 
12,513,977 
26,566,713 
16,463,233 
1,481,548 
42,796,493 
a972,750 
b4,135,016 
2,287,021 
5,607,321 
197,741 
477,123,176 


112,465,017 
131,750 
7,162,832 


3, 
5,9 
4 

7 








Whole 
Amount in 
Force End 

of Year 


11,268,523 
26,544,008 
3,452,199 
390,156,043 
87,648,741 
1,090,757,509 
b140,922 
7,177,694 
22,352,116 
618,289,017 
66,383,865 
62,877,762 
322,725,230 
618,000 
42,822,236 
5,528,423 
2,219,309 
2,161,810 
33,966,082 
15,771,444 
11,262,914 
10,654,580 
574,723,857 
6,986,253 
a2,513,388,316 
63,154,692,554 
2,434,000 
a13,502,542 
633,102,030 
4,409,381 
5,278,248 
24,241,274 
25,165,378 
218,266,038 
50,315,351 
10,009,910 
65,282,454 
10,178,696 
8,804,254 
10,364,281 
26,763,407 
4,731,950 
37,100,961 
69,091,109 
16,133,300 
16,331,992 
17,500,000 
48,744,462 
66,291,828 
37,266,499 
9,199,526 
105,416,705 
14,104,351 
20,596,871 
5¢ 








5,017,088 
38,276,595 


a 14,344 





b27,956,928 


5,578,352 





30,616,094 
24,429,104 

2,806,970 
56,129,141 
46,683,538 








a60,599,765 
b198,610,529 
50,719,685 
53,260,054 
8,638,53 
20,614,892 


Gain 

in Amount 
in Force 
in Year 


b40,459 
2,285,799 
1,810,545 
b606,785 
7,374,823 
2,349,966 
28,376,417 
122,000 
1,008,546 
590,683 
*2,219,309 
524,550 
2,340,256 
248,304 
—2,319,764 
—2,075,146 
39,719,904 
—161,113 
a212,268,673 
b359,790,423 
,029,500 


a2,794,554 
b5,714,751 
525,352 
395,598 
1,638,272 
3,196,302 
21,993,953 
182,076 
1,948,074 
1,481,172 
—306,887 
280,971 
39,781 


2,510,470 
278,799 
10,187,019 
756,569 
732,221 
4,485,374 
12,801,099 
361,228 
23,119,908 
a627,819 
b2,426,515 
2,221,604 
—97,029 
49,250 
180,150,833 
—278,475 
707,312 
52,$54,434 
a120,750 
796,098 


*9 206 5 
2,302,252 





vd 
1,693,318 
582,000 
—53,393 
1,434,367 
319,088 
a815,930 
65,870,790 





7,285,116 
—7,797,283 
1,288,864 
1,798,426 





835,963,873 

71.075,181 
763,988,692 
741,507,787 
710,201,684 


590,183,247 





566,386,275 


468,919,990 


447,204,975 


1,281,498,261 


a7,354,084,538 
b1,772,247,776 


66,391,498 a—1,540,193.031 


1,215,106,763 
1,095,447,337 
998,859,877 
845,771,452 
792,399,647 
767,880,640 
78,398,578 
659,194,910 


628,180,502 


b334,223,420 
a8,894,277,569 
b1,438,024,356 
a7,410,826,004 
b1,252,833.336 
a4,708,186,463 
b1,076,715,996 
a3,981,347,386 
b996,299,084 
a3,213,091,791 
b998,944,930 
a2,643,396,760 
6980,025,.694 
a2,507,459,687 
6878,789,009 
a2,533,679,244 
b851,740,106 
a2,405,231,026 
b814,844,447 


a37 ,866,241,274 
b7,707,635,393 


a35,043,139,095 
66,935,123,526 
a29,392,249,952 
b6,153,044,933 
a24,287,845,010 
b5,562,200,701 
a22,020,824.197 
b5,107,262,488 
a19,868,270,425 
b4,811,041,900 
a18,351,824.653 





@17,381,452.043 
b4,168,848,171 
@15,588,588,492 
b63,972,161,664 
215,559,215,996 
53,688,483,333 





a5,955,884,162 
b774,547,844 
a5,104,404,942 
b590,844,232 
a2,267,020,813 
b454,938,213 
a2,252,553,772 
b296,220,588 
a1,518,985,086 
b376,136,187 
a911,764,503 
b259,849,003 
a879,041,393 
b212,772,947 
a1,029,372,496 
b283,673,331 
a964,255,988 
b262,422,715 





*Commenced business 1921. + Aggregates. a Ordinary business. 


29 


b Industrial business. 
























































PHILADELPHIA LIFE 
JOSEPH FROGGATT & CO. ||| INSURANCE COMPANY 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


SUPERVISING AGENT 
WANTED 


for 


HOME OFFICE: 
SCRANTON, PA. 


25 CHURCH STREET 
NEW YORK 





Address 
CHICAGO 
Insurance Exchange Building JACKSON MALONEY A. MOSELEY HOPKINS 
Vice-President Manager of Agencies 


NEWARK PHILADELPHIA HOME OFFICE, 111 N. BROAD ST., PHILA., PA. 


Globe Building Lincoln Building 
Washington Street 











WHY AN INCREASING NUMBER OF AGENTS 
UNEARNED PREFER THE MEDICAL LIFE AGENCY 
PREMIUM RESERVE A constantly growing preference for the Medical 


Life Agency is easily explained: 
Do you balance your Unearned Pre- 


mium Reserve by taking the business First—Because of the increased production to 
in force of the previous month, adding be secured through writing sub-standard as well 
thereto the gross premiums written, as standard risks. 


deducting cancellations and expira- Second—Our Child’s Endowment policies are 
tions, and from that result deducting receiving enthusiastic endorsement. 

the reinsurance in force, leaving the Third—Because this company is giving and will 

net business in force, which should continue to give to its agents the kind of coopera- 
agree with the business in force by ex- tion and service that really helps. 

pirations, or do you obtain the busi- All of which is certainly food for thought for agents 
ness in force by expirations and fail desiring such a connection. 

to prove the accuracy of the figure? 
WRITE US TODAY 
It is as easy to balance your un- 


earned premium reserve account THE MEDICAL LIFE INSURANCE 
as it is to balance the accounts in 
COMPANY OF AMERICA 


your general ledger. 
Black Hawk Building 


JOSEPH FROGGATT, WATERLOO = IOWA 
President. W. A. ROHLP, President _ 1G. LONDERGAN, Gen’! Supt. 
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Casualty, Surety, Etc. 








——— - 
COMPULSORY MARINE INSURANCE Casualty and Surety Club to Dine Business Development Department of these com- 
OPPOSED The annual dinner of the Casualty and Surety _ panies. 
Prominent Norwegian Makes Address Club of New York will be held at the Waldorf- SS 


Against Proposed Law in That Country 


Norwegian papers just arrived show that the 
proposed law for compulsory State insurance 
of so per cent of all Norwegian hulls is meet- 
ing with considerable resistance. Christain 
Michelson, Premier of Norway, at the time of 
the separation from Sweden and one of the 
most highly regarded men in Scandinavia, has 
come out with a strong speech against it before 
the Bergen Shipowners Association. He points 
to the dangers of political administration of 
things of this character. Mr. Michelsen’s in- 
fuence in Norway is such that this plea is sure 
to make considerable impression. 


The Ohio Committee on Compensation 

In THe Spectator of April 20, there was an 
article which stated that a committee from the 
Cincinnati Chamber of Commerce had returned 
from a visit to New York, determined to re- 
port favorably as to a plan reviving competi- 
tion in the workmens compensation business 
in Ohio, and that they were satisfied with the 
manner in which the stock companies conduct 
the workmens compensation business. 

A letter has been received from H. L. Martin 
of Cincinnati, chairman of the impartial com- 
mittee on Workmens Compensation, reading as 
follows: 


I have before me an article printed in your 
periodical under the date of April 20, which 
states that the impartial committee on Work- 
mens Compensation Insurance from the Cham- 
ber of Commerce, determined to report favor- 
ably to a plan for reviving competition in the 
workmens compensation in the State of Ohio. 

Now, the committee is at loss to know where 
your paper received such information. The re- 
port 9f the committee is not even half com- 
pleted, we have had but one hearing since 
the committee on impartial investigation re- 
turned from the eastern States; there is not 
even an intimation that the committee will re- 
port favorably, and when the committee does 
report, regardless of the type of report that it 
presents, | am very sure that upon application 
to the secretary of our committee, a copy of 
same can be obtained. 

It is, therefore, our desire that the article 
referred to be corrected. 





JOHN J. McINTYRE 


(Formerly Chief Adjuster, Equi- 
table Life Assurance Society) 


Announces the Opening 
of His Office 
in the 
Woolworth Building 


Telephone Barclay 3554 


and 


Solicits Detective and Investigat- 
ing work of the better grade for a 
few select clients. 


LICENSED AND BONDED 














Astoria hotel, May to. There will be three 
speakers, Augustus Thomas, a_ playwright; 
Edward C. Lunt, vice-president of the Fidelity 
and Casualty Company, and Julian E. Mack, a 
supreme court justice, will probably be the 
third. 

James A. Garrett of the National Casualty 
Company is arranging the entertainment 
features. 


Vincent L. Gallagher Now Assistant 
Secretary 
Vincent L. Gallagher has been appointed as- 
sistant secretary of the American Eagle, the 
Continental and the Fidelity-Phenix. In addi- 
tion to the other duties which may be assigned 
to him, he will still continue in charge of the 


COMPANIES HOLDING CERTIFICATES OF 
TREASURY UNDER THE 


AUTHORITY FROM THE 
ACTS OF CONGRESS OF 


Burglary Underwriters Elect J. J. Flynn 

John J. Flynn of the Massachusetts Bonding 
Company was elected president; George D. 
Fritz of the Maryland Casualty, vice-president ; 
R. A. Algire of the National Surety, vice- 
president; R. P. Sherman of the United States 
Casualty, treasurer, and H. W. Cluff, secretary 
and manager of the bureau, at the annual meet- 
ing of the Burglary Insurance Underwriters 
Association on Tuesday. 


New Amsterdam to Increase Capital 

The New Amsterdam Casualty Company has 
decided to increase its capital stock from 
$1,250,000 to $1,500,0c0 by a vote of the stock- 
holders. Twenty-five thousand shares are to be 
issued and each stockholder will have rights up 
to one-fifth their present holdings. 


SECRETARY OF THE 


AUGUST 13, 1894, AND MARCH 23, 1910, 


AS ACCEPTABLE SURETIES ON FEDERAL BONDS 


INCORPORATED NAMES OF COMPANIES WITH 
Locations OF Home OFFICES 


Connecticut 


The “Etna Casualty and Surety Company, Hartford. 
2. Hartford Accident and Indemnity Company, Hartford. E 


t 


Iowa 
Federal Surety Company, 


Ov de Co 


Louisiana 


Maryland 


rR~ 


Maryland Casualty Company, 


Massachusetts 
Massachusetts Bonding and Insurance Co., 


Michigan 


11. *Detroit lidelity and Surety Company, Detroit...... 
12. General Casualty and Surety Company, Detroit..... 


New Jersey 


13. Commercial Casualty Insurance Company, Newark.... 
14. International Fidelity Insurance Co., Jersey City.... 


New York 


15. American Surety Company of New York.......... 
16. Columbia Casualty Company, New York............ 
17. The Fidelity and Casualty Company of New York.... 
New York.... 
J oa 750,000.00 


18. The General Casualty and Reins. Corp., 
19. Globe Indemnity Company, Newark, N. 


22. New Amsterdam Casualty Company, 
23, The Preferred Accident Insurance Company of N. 


t 


wr 


Pennsylvania 


26. American Reinsurance are go Philadelphia...... 


27. Indemnity Insurance Co. of North America, Phila. 


28. Pennsylvania Surety Company, 


Texas 


30. 


PAV OUNOEE ks 6.6 cc dieaincs 
Iowa Bonding and Casualty Company, Des Moines.... 
. Southern Surety Company, Des Moines........... 


3. Union Indemnity Company, New Orleans......... 


. Fidelity and Deposit Company of Maryland, Baltimore. 
taltimore..... totes 
. United States Fidelity and Guaranty Co., Baltimore... 


me 3,500,000.00 


Boston.. ... 


oe 798,467.26 
= 500,000.00 


20. London & Lancashire Indemnity Co. of America, N. 
21. National Surety Company, New York............. 
Baltimore, Md. 

Y. 


24. Royal Indemnity Company, New York............. 
5. United States Guarantee Company, New York...... 


; Harrisburg........ 
29. Republic Casualty Company, Pittsburgh............ 


American Indemnity Company, Galveston.......... 








Qualifying Powers — 


—— 
On Basis of Financial State- Limit On 


ment for the Year Ended Any One 
December 31, 1921 Bond 10 
—— --—- — Per Cent 











Surplus and 
Undivided Profits 
$2,584,125.69 

1,963,011.13 


of Capital 
and Surplus 
$458,412.57 

296,301.11 


Capital 
$2,000,000.00 
1,000,000.00 


tee 608,775.00 109,253.59 71,802.86 

1,000,000.00 279,623.03 127,962.30 
cake 1,000,000.00 455,805.69 455,580.57 
Se 1,000,000.00 363,726.92 136,372.69 


3,000,000.00 2,245,384.75 
4,761,038.60 


4,789,266.31 


524,538.48 
826,103.86 


4,500,000.00 928,926.63 


1,500,000.00 646,047.74 


~I 
~I 


214,604. 


201,532,74 
205,645.67 


100,000.00 
70,564.57 


750,000.00 750,000.00 -150,000.00 


es 300,000.00 965,398.21 126,539.82 
re 5,000,000.00 1,504,292,10 650,429.21 
$00,000.00 488,549.56 128,854.96 


2,000,000.00 
800,000.00 


4,579,357.96 
233,036.60 
2,121,697.73 
326,839.70 
5,419,694.79 
450,000.00 
1,000,000.00 
3,119,722.04 
838,630.96 


657,935.80 
103,303.66 
287,169.77 
107,683.97 
1,041,969.48 
170,000.00 
170,000.00 
411,972.20 
108,863.19 


750,000.00 
5,000,000.00 
1,250,000.00 

700,000.00 
1,060,000.00 

250,000.00 


750,000.00 534,428.24 128,442,82 
1.900,000.00 461,962.36 146,196.24 
400,000.00 137,171.45 53,717.15 
850,000.00 154,375.42 100,437.54 
600,000.00 400,000.00 100,000.00 





$43,357,242.26  $42,089,618.98 $8,544,686.13 





Foreticn CoMPANIES AUTHORIZED AS REINSURING COMPANIES ON GOVERNMENT Bonps ONLY 


31. The European General Reinsurance Ca, Lids 
office, New York, 
32. The Guarantee Company of North America, 
office, New York, N. 


(U. S. office, New York, 


London, 


Montreal, 

Kdeeneecweadauwesde 952,652.35 

33. The Ocean Accident Pas Guarantee Corporation, Ltd., 
¥ 


Qualifying 
Net Assets Power 
England (U. S. : 
$1,150,000.00 $115,000.00 
Canada (U. S. 
95,265.24 


4,694,278.01 469,427.80 


~ $679,693.04 





$6,796,930,36 
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Public Accountant 








HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 











Actuarial 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. _ATLANTA, GA. 

















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 3473 


CHICAGO 











J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 5 2 
Temporary money advanced on strictly private 


arrangements. : 
All-communcations et and confidential. — 
Address J. L. MITC. , 604 Masonic Temple, Chicago, Ill. 














PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





Actuarial 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lnc, 


“Life Insurance Service” 
10 So. La Salle St. Chicago, Ill, 
“20 Years’ Experience Backs Our Service” 














W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa 











Actuarial 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 


JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 














WINFIELD W. GREENE 
CONSULTING ACTUARY 
AND UNDERWRITER 


Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 














e——— 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 
hee 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 








256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN. Certified Public Accountants 


THE BOURSE PHILADELPHIA 




















A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Blidg., WACO, TEXAS 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


ASHINGTON, D. C. NASHVILLE, TENNESSEE 
Seekeas Place, N. W. Independent Life Building 

















Insurance Examiners and Adjusters 





— 














FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 














NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 

With Twenty Years’ Prastical Experience in Insurance manage 
ment, underwriting, loss adjustment and investment department 
of American and foreign insurance companies, desires to adj 
losses, procure capital, and handle fire, marine, life, casualty 
surety matters on per case or per diem basis. 

Address A. L. CAMERON Box 10, Care, The Spectator 
Cable Address: Lawbond—New York 
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THER SPECTATOR 


Miscellaneous Insurance 











COMMISSIONERS MEET 





Report of Committee on Workmens 
Compensation Submitted 





COMMISSIONS TO AGENTS DISCUSSED 


gesolittion Adopted to Call on National 
Board for Closer Supervision 
[Special Dispatch to THE SPECTATOR] 

sp, Louis, Mo., May 1.—The spring meeting 
of the National Convention of Insurance Com- 
missioners opened today at the Statler hotel 
vith a large attendance of commissioners from 
all over the country. 

Platt Whitman, Commissioner of Insurance 
of Wisconsin, as chairman of the committee on 
yorkmens compensation, submitted the findings 
of his committee on the question of the estab- 
jshment of a national rating bureau which 
would undertake the promulgation of compre- 
hensive rating reports. However, it was found 
that in order to make a thorough investigation 
of the subject it would be too expensive, so it 
was declared best to lay the matter over until 
the attitude of the various States could be as- 
certained. 

The most important matter brought up to-day 
was that relative to the varying commissions 
paid by fire insurance companies to agents and 
brokers in various parts of the United States. 

The question was treated with in the report 
of the fire insurance committee, of which Joseph 
Button was chairman. He called the attention 
of the investigation made by a special commit- 
tee of the National Convention of Insurance 
Commissioners in 1909, in which it was shown 
widely in different 
parts of the country and the larger commis- 
sions were paid to agents in congested centers, 
where the demand for indemnity was in excess 
of the supply. It was declared that fire insur- 
ance being essentially a business average, there 


that commissions varied 


was No reason why a greater commission should 
be paid for one class of risks than for another. 
A resolution was introduced by Colonel But- 
tor and approved which provided for the fire 
insurance committee taking up with the Na- 
tinal Beard of Fire Underwriters the ques- 
tion of having the National Board work out 
a plan for closer supervision of rating and 
practices and rates of commissions. 


— 





Statisticians 

















Underwriters 
Statistical Bureau, Inc. 


= render complete statistical service 
; the highest type, because of thorough 
amiliarity with Insurance Department 
and supervising boards’ requirements. 
finsurance and Cancellation schedules 
Prepared promptly and accurately. Rates 
feasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 


ee 











Commissioner Francis Stoddard, Jr., of New 
York, addressed the meeting with a plea for 
the removal of the heavy taxes on American 
marine insurance companies in order to permit 
a more favorable basis for competing with 
foreign companies. 

The committee on examination met late to- 
day to go into the situation which has arisen 
over the cancellation of the licenses of certain 
reciprocal concerns. 

The National Convention of Insurance Com- 
missioners went on record on the second day as 
being opposed to the enactment by any State 
legislature of measures whereby insurance com- 
panies or certain classes of insurance compa- 
nies would be required to invest certain por- 
tions of their assets in designated forms of in- 
vestment, or in securities and investments hav- 
States. 
was declared, is, in the 


ing their location or origin in such 
Such 


opinion of the commissioners, calculated to have 


regulation, it 


serious effect upon the stability and proper 
This 


action of the commissioners, it was apparent, 


functioning of the companies affected. 


was prompted by the recent enactment of a 
measure in the State of New York compelling 
life insurance companies to invest IO per cent 
of their investment funds in real estate loans in 
that State. 
Commissioner Clarence W. 


The resolution was introduced by 
Hobbs of Massa- 
chusetts. 

Practically the entire morning was taken up 
with a hearing by the committee on workmen's 
compensation on the establishment of a central- 
ized rating bureau for the promulgating and 
administration of workmen's compensation 
rates. 

H. W. Whitney, associate general manager of 
the National Council of Workmens Compensa- 
tion of New York, and FE. S. Cogswell, repre- 
senting the Association of the Mutual Casualty 
Companies, appeared before the committee and 
presented the plan which has been partly worked 
out by the companies after considerable re- 
search work. 

It was suggested that in the event the com- 
missioners should consider such a plan prac- 
tical the companies will bend every effort to 
perfect a concrete organization and lay it be- 
fore the commissioners for final approval. 


National of Copenhagan Ceases Fire Re- 
insurance 

The National of Copenhagen, which discon- 
tinued American marine insurance business last 
year, has now stopped fire reinsurance, which it 
wrote very conservatively. Its treaties have 
been taken over by the International of New 
York. 


Death of John A. Kelly 
John A. Kelly of Kelly & Fuller, local agents 


in New York, died at his home in this city 
Monday night. He was troubled with heart 
disease. 





Charles B. Gunn has become manager of the 
automobile department of the Insurance Com- 
pany of North America, located at 122 William 
street. 
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NO PAPERS TO BE READ 


National Association of Life Under- 
writers Adopts This Innovation 


ANNUAL MEETING TO BE AT TORONTO 


Joint Sessions With Life Underwriters 
Association of Canada 

The third international convention of the 
National Association of Life Underwriters and 
the Life 
will take place at Toronto, Can., on August 22, 
23 and 24, 1922, and will be preceded by annual 
meetings on August 21 of the respective execu- 
tive committees. 

The committee in charge has endeavored to 
plan a real and helpful convention, at which, 
however, no papers are to be read. Discussions 
will be conducted in the form of problems stat- 
ing specific hypothetical cases, to bring out dis- 
cussion by the audience as to how they should 
be handled. Each problem will be numbered, 
and the number of the one under discussion 
will be posted in sight of the audience. 

Among the general subjects to be discussed 
will be: 


Underwriters Association ‘of Canada 


Human Elements in Salesmanship ; 

How Men Are Influenced to Buy; 

Tests for the Close; 

Cultivation of the “Yes” Attitude on the Part 

of the Prospect; 

Income Insurance; 

Business Insurance; 

Human Needs Supplied by Life Insurance; 

Graphic Methods of Opening the Interview; 

President’s Prize Contest—“Most Novel and 

Effective Method of Presenting Life In- 
surance by Graphic Methods”; 

Program Insurance; 

Meeting Objections. 

At the dinner on Wednesday evening, Presi- 
dent J. G. Stephenson of the Canadian Associa- 
tion will preside, and President John L. Shuff 
of the National Association will be toastmaster. 





PERSONAL ITEMS 





Arthur F. Hall, vice-president and manager 
of the Lincoln National Life of Ft. Wayne, 
Ind., was a visitor in New York last week. 
Mr. Hall is very enthusiastic over the success 
which has attended his company’s operations in 
writing the insurance portion of the insured 
savings account plan, in conjunction with banks. 
This plan was described at some length in THE 
Spectator of April 6, last, Mr. Hall having 
explained its operation to a meeting of Wiscon- 
sin bankers, and his outline of it having been 
reported in THE Spectator of that date. 

Arnold Hepp, who has lately been associated 
with Johnson & Higgins at Chicago, has re- 
turned to the Home Insurance Company of New 
York and will become special agent in the im- 
proved risk department, with headquarters at 
Atlanta. 

A. C. Bigger, president of the American Life 
Reinsurance Company of Dallas, Tex., who 
visited New York recently, after having visited 
a number of Western cities and stopped off for 
a view of Niagara Falls, is very optimistic as 
to the future of the life insurance business, 
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The Farmers and Bankers 
Life Insurance Company 
Invites Inspectton—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that creates 
a genuine spirit of loyalty between Agents and Company, 


HOME OFFICES: WICHITA, KANSAS 


i 


The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y, 





ey re $2,800,000. 00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 














THE MASONIC MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 

New Insurance Issued in 1921............ $42,448,000.00 

Gain in Insurance in Force............... 30,124,750.00 

Insurance in Force December 31, 1921... . 101,222,295.00 

Assets....... ee ere ee ee 4,613,494.57 


Increase in Assets. 2 RR A ORC SPOON Oe 1,518,954.00 
Increase in Reserve...................... 1,282,156.00 
Increase in Surplus....... 225,575.00 


UNEXCELLED LIFE INSURANCE PROTECTION— 
LOWEST NET COST—ABSOLUTE ata gg 
FECT SERVICE—SQUARE DEALING—A SATISFIED 


INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice-Pres, 
NORTH AMERICAN ACCIDENT INSURANCE C0. 




















IELD FORCE H 
WILLIAM MONTGOMERY 7 Homer Building 209 S. LaSalle St., Chicago, Ill, 
President Washington, D. C. 
1857 1922 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 











National Life Insurance Company 
of the Southwest 


The Company to represent in New Mexico 
and Arizona ‘‘More Days of Sunshine” 


For attractive agency proposition write 


Ww. C. KEIM 


Agency Director ALBUQUERQUE, NEW MEXICO 








SRNR ARES 








AGENCY MANAGER WANTED 

A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio 
Indiana and Illinois. 

An attractive contract will be given the right n.an. 

Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 











Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. iberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 

















OHIO FARMERS INSURANCE COMPANY 


LE ROY, OHIO 


STATEMENT DECEMBER 31, 1921 
NEW YORK BASIS 


Wrpaid Losses... ck ccc ce cece cea ccucwecs $284,741.84 
Reserve Unearned Premiums .................... 3,561,898 .82 
I Bi opiie ee cin ees sacccrsocesaeeens 66,904 .50 
Reserve All Other Expenses ..................... 8,314.83 


Organized 1848 


Reserve Emergencies ..............- $ 125,000.00 
PNGESSHEOIIG oi ccc ocd sinicsaie shee sterars 1,043,141.37 
Surplus to Policyholders ...........0sesesecceees $1,168,141.37 





MN i aii dic nic nas eteeeeee $5,090,001 .36 
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A VALUABLE SET OF ACTUARIAL BOOKS 


ILLINOIS = TLELNOIS 
STANDARD STANDARD 
TABLES TABLES TABLES 


Re meee me 


FACKLER PACKLER = FACKLER 
AND AND AND 
FACKLER © PACKLER = FACKLER 


~~. eee 





VOLUME VOLUME 
ul 


— 


COST OF 
INSURANCE 


_—— 


blag THE 














R SPECTATOR SPECTATOR 
COMPANY COMPANY COMPANY 


Illinois Standard Tables 


NET PREMIUMS, TERMINAL RESERVES, 
MEAN RESERVES, AND COST OF INSURANCE 


Modified Preliminary Term, Illinois Standard 
American Experience Three and 


One-Half Per Cent 


TABLES FOR: 

Life and Limited-Payment Life, Eleven Plans 
Endowments for Stated Periods, Seven Plans 
Limited-Payment Endowments for Periods, Fifteen Plans 
Endowments at Stated Ages, Six Plans 
Limited-Payment Endowments at Ages, Eighteen Plans 


IN THREE VOLUMES 
EACH VOLUME COMPLETE IN ITSELF 


Volume I. Net Premiums and Terminal Reserves. 











Volume II. Mean Reserves. 
Volume III. Cost of Insurance. 


Set of Three 
Computed by Volumes 


$25.00 FACKLER & FACKLER $60.00 


Consulting Actuaries 


Single Volume 




















THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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THE ACCUMULATION POLICY 


is a combination of insurance and investment in a new sense, 
as it provides for increasing benefits each year—in reality, a 
Contingency Fund that will be available for the purchase of 
extended insurance, or which may be withdrawn (without in- 
terest) in event of an emergency. However, any amount re- 
maining in the Accumulation Fund at death will be paid to the 
beneficiary as additional insurance. 


Specimen rate: Age 35 $31.60 per $1,000.00 
Salesmen—This policy has no competition. 


NATIONAL LIFE ASSOCIATION 


Des Moinés, rowa 











INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection with a 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. The International Life profit 
sharing plan is now reinforced by two years of prac- 
tical and successful demonstration. It isan exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS MO. 
**A World of Strength”’ 





in, 








come 


GEORGE WASHINGTON LIFE INSURANCE CO, 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 
Address 
ERNEST C. MILAIR, 


Vice-President and Secretary 











WANTED: PRODUCERS OF GOOD BUSINESS Ix 


INDIANA NATIONAL LIFE INSURANCE COMPANY 


INDIANA, KENTUCKY, ARKANSAS, ALABAMA 
FLORIDA AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


INDIANAPOLIS, INDIANA 








WANTED 


A man with Executive and Salesmanship ability; pref- 
erably one who has had Teaching or Life Insurance ex- 
perience, or a College Education, to become local Manager for 
the Educational Department of a large corporation that is 
to sell the public a contract guaranteeing the School and 
College Education of Young America. 

At present the following States: Pa., Ohio, III., Mo., Minn., 
Ark., Okla., Texas, and Kansas. 


Write— 
W. FRANK SMITH, Manager 


3719 Washington Ave., St. Louis, Mo. 




















Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 











The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 

















WE WANT AGENTS 


to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


© “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY C0. 


A. L. HART, Agency Manager 





Home Office—Register Tribune Bldg.—Des Moines, lowa 
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Organized 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 


Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 
$28 308,449.13 
25,109, 146.04 
3,199,303.09 


EEE ECE Ee 

Capital and Surplus. . 

Insurance in Force.............. 214,188,461 00 

Payments to Policyholders. . 1,897 ,435.45 
Total Payments to - Policyholders since 

Organization... aa 


JOHN G. WALKER, President 


WESTERN LIFE INSURANCE COMPANY 


OF DES MOINES, IOWA 
JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policyholders 
andAgents. NOT SO BIG to lose sight of individual Agents, and big enough 
to serve its Agency and Policyholders satisfactorily. SOME GOOD tere 
ritory in IOWA and SOUTH DAKOTA open for Agents. 


-" wi. 00—-$12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $4,000,000.00 


. $27 720,705.42 











Unusual Agency Opportunities at present in Central 
States 





Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 


W. T. GRANT, President KANSAS CITY, MO. 
THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 

ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS : ELEVATOR 
COMPENSATION GENERAL LIABILITY 


Established 1869 
OF LONDON 


LONDON GUARANTEE & , ACCIDENT 0, Ltd., °Ewetanp 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 








F. J. WALTERS, Resident Manager, 55 od Street, New York 
STOKES, PACKARD, HAUGHTON & SMITH, 

esident Managers 
ELMER A. LORD & CO., Resident Managers 


ESTERN ASSURANCE 
OF TORONTO 


434 Walnut Street, Piilade!phia, Pa 
145 Milk Street, , Boston, Mass 


COMPANY 


Incorporated 1851 





FIRE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


| 

| 

W. B. MEIKLE, President & General Manager | 
UNITED STATES STATEMENT, JANUARY I, 192 | 
| 


ASSETS... $5,279,511 
SURPLUS IN U NITE D ST I “ATES... rs oe $1,734,843 | 
TOTAL LOSSES PAID IN U NITED ST ATES FROM 

1874 TO 1920 INCLUSIVE. ee .... $48,637,048 | 
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Founded 1865 


THE PROVIDENT LIFE 
AND TRUST COMPANY 
OF PHILADELPHIA 


Penna. 


Vice-President Coolidge says “Look well then to 
the hearthstone; therein all hope for America lies.” 


The man who is looking well to his hearthstone is 
very apt to take out an endowment policy. It will 
carry out his purpose for his home if he dies, and it 
will also keep the fire on his hearth in his own old age. 


And it is an unselfish policy, for it does not shift 
upon his children the provision for his own old age. 


Fourth and Chestnut Sts. Philadelphia, Pa. 

















Agents and Solicitors 


who are subscribers to THE SPECTATOR, and who 
wish to increase their commissions by selling 
additional kinds of insurance, will be 


Cheerfully Helped to Form New Connections 


with companies writing 


FIRE, LIFE, ACCIDENT, HEALTH, LIABILITY, LIVE 
STOCK, BURGLARY, PLATE GLASS, AUTOMO- 
BILE, FIDELITY, STEAM BOILER, FLY 
WHEEL, SPRINKLER, CREDIT, BANK 
DEPOSIT, REGISTERED MAIL, 

TORNADO AND HAIL 
INSURANCE 


While soliciting particularly for one kind of insur- 
ance, the agent who is posted and ready to take 
applications for other classes of insurance can often 
get them for the asking. LET US AID YOU. 


THE WAY OUR SYSTEM WORKS 


The following is a sample of the many testimonials received from 
agents sending thanks for our assistance in getting them agencies: 


~ bunyara “S roth 7 a 


SM dloinan Hored No he 


moog 


Lowis Leix, Agent 
March 13, 1922, 


The Spectator, 
New Yorks 


Dear Sirsi- 


Your service department has enabled me 
to establish connections with all kinds of insur- 
ance companies, excepting Automobile Theft. 

Can you inform me of a good, strong com= 
pany writing all forms of automobile insurance? 
Oblige, 


Respectfully yours, 


RapeMlateiag: 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











THE SPECTATOR Thurs 




















HOME LIFE INSURANCE COMPANY 


NEW EDITION New York 
WM. A. MARSHALL, President 


e e 
fl The 62nd Annual Report Shows: 
Premiums received during the year 1921.......... . $6,990,547 
Payments to Policyholders and their beneficiaries in Death a 


Claims, Endowments, Dividends, E 
Amount Added to the Insurance Reserve Funds 


A Talking Proposition Net Interest Income from Investment 


reserve) 


e 
f 0 r Li f oe | fh S ul r a nl C 2 Actual mortality experience 53.44% of the amount expected. 


Insurance in Force $223,116,887 
828 


A second edition of Gleason & Otis on Inheritance Taxation Admitted Assets wees 43,229 


has just been published, treating of the Inheritance Tax Law, FOR AGENCY APPLY TO 
State and Federal, under six topics as follows: GEORGE W. MURRAY, Superintendent of Agents 


1. The nature of the tax and the constitutional 256 BROADWAY NEW YORK 
principals that limit and control its imposition. 
2. The different transfers taxable, viz., by will, 


interstate law, gift.in comtemplation of death, INSURANCE AGENTS 


life insurance, etc . : 
ae ; Policy and Prestige are the two most powerful factors in the successful selling of Life In 
fan ° A ged F ¢ factors surance. 
rhe parties and their interests, residence of the Both operate to the advantage of Great-West Life Agents. Our Policies are easy to sell—liberal 
decedent, relationship of the beneficiaries, ex- 2 ey, ~_ y poumed based. The Company’s record is one of unequalled progress, paralleled b 
i i ate > i , = vy efficient and economical operation. e 
emptions, life estates, remainders, mortua ry ta We have a first class proposition for first class agents. If interested address enquiries to } 
I 














bles and calculations of the value of life interests. 
The property transferred and the problems aris- THE GREAT “WEST i ASSURANCE COMPANY 
eal ice— Winnipeg. 


ing out of its situs and valuation. 

Procedure, necessarily confined to the New York 

practice, though it is largely followed in other EXCELLENT OP’ORTUNITY 

States, and authorities from these States are : : = : ‘ 
tor Reliable, Energetic men to represent us in the states of 


cited where applicable. eee é Sphaoer : : 
Conseil oe a a en Missouri with direct Home Office contracts. Liberal 
policies. ’ 


discussion of the provisions of the Federal and 


New York acts. 
There was quite a wide sale of the first edition af this book CAPITOL ee COMPANY 


published in 1917, and among insurance men it attracted much : é " 
attention and numerous copies were sold. lhos. F. Daly, President DENVER, COLORADO. 
: 


The new edition is a modern, complete and exhaustive : & " z 5 
treatise on the lens arising from graded inheritance tax- THE WOMAN’S BENEFIT ASSOCIATION 
ation rates, non-resident estates and conflicting jurisdictions, OF THE MACCABEES 


with the revised statutes of the several States and the latest 
Federal Act. ORGANIZED,OCTOBER 1, 1892 


Life Insurance and Inheritance Taxation 
A ‘‘Millionaire’’ Fraternal Benefit Society 


Insurance of the inheritance tax provides a means for paying 

the tax due on any estate without sacrificing any part of the oe Boke Ce wee 

estate by a forced sale in an unfavorable market. To that The Reserve Fund is over $15,000,000 

extent insurance of the inheritance tax assists the Government Its Business Standing is of the Best oe : 

and State authorities in collecting the tax due promptly. ride rn age Women and the Children of its Members 
Therefore Life Insurance and Inheritance Taxation is prov- leciReviews are So iat ti altace Centare 

ing a very vital question with Insurance Agents, and this new POR Ie ae 

edition of Gleason & Otis on Inheritance Taxation ought to hy dtr ; : 

have a large sale in the insurance field, for the following reasons: Miss Bina MM. ‘West Miss Frances D. Partridge 

“eo cs eRe Supreme Commander Supreme Record Keeper 

No State but Tennessee taxes life insurance when nausea Michiee Port H Michteas 
payable direct to the beneficiary and nor to the estate. waiter sige Cae ee hac ee eee 

The Federal statute of 1919 taxes insurance poli- 
cies aggregating more than $40,000 as part of the 
estate although payable direct toa beneficiary. This 
provision is of doubtful constitutionality. 

The increase of inheritance taxation, both State 
and Federal, makes it advisable to create a sinking 
fund through life insurance for the payment of such 
taxes in order to preserve intact the securities of an 
estate. 

Every estate of $50,000 must pay a Federal tax and 
every estate must pay a tax in the State of domicile, 
except in South Carolina, Alabama and Florida, and 
the District of Columbia. In addition to this, nearly 
every State taxes the transfers of stock in domestic 
corporations held by non-resident decedents. 

These facts and many others of interest to life insurance agents 


and investors appear in the new edition of Gleason & Otis on F 
Inheritance Taxation. This is the only work on the subject MIDLAND LIFE INSURANCE COMPAN 














Largest Fraternal Benefit Society of Women in the World) 








published in five years and contains all the statutes, both State 
and Federal. x 2, 

The special chapter on life insurance, page 157 of the new KANSAS CITY, MISSOURI 
edition, reviews the authorities in the several States on the 
subject of life insurance as related to Inheritance Taxation. THE COMPANY. 


3acked and endorsed by the most substantial 
and influential business men in Kansas Cit 


4 : a 

One volume, sadihd pages, bound in Buckram THE MANAGEMENT. Practical insurance men of long experiemt™ 
Price per copy, $10.00 and conspicuous success. . 

OKLAHOMA 


THE TERRITORY. MISSOURI, KANSAS, | 
THE SPECTATOR COMPANY F COLORADO, TEXAS. The best territom 


Selling Agents in the country to-day. 


CHICAGO NEW YORK ; a 
DANIEL BOONE, Jr., Seer " 


DANIEL BOONE, President 
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jA Wider Field—An Increased Opportunity 


~ Our Agents can sell policies on the annual premium 

plan, up to $3,000, to young men and young women 

"as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 

‘down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 

| Indemnity provisions covering any kind of fatal acci- 

' dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL: 





INTER=-OCEAN CASUALTY COMPANY 


FounpDED 1903 
CINCINNATI, OHIO 


Premium Income, 1921 

Increase Over 19 

Admitted Assets, December 31, 1921 -20 
Increase Over 1920 44,377.96 


307,908.69 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the Nationa] 
Convention of Insurance Commissioners. 


Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President W. G. ALPAUGH, Secretary 




















Saves Financial Stability Non-Technical Contracts 


| THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


. LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 


Dwight & Hilles Resident Mgrs. for N. Y. State 120 William Street, N. Y. 


CRUM & FORSTER 


GENERAL AGENTS 
110 WILLIAM STREET NEW, YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y. 


HAROLD JUNKER, Mgr. Pacific Coast Dept. 


F. M. GUND, Mgr. Western Dept. 
San Francisco, California 


Freeport, lilinois 











WISE AGENTS PUSH 


““AUTOMOBILE CASUALTY INSURANCE” 
WE ALSO WRITE 


Fidelity and Surety Bonds 
Plate Glass and Burglary Insurance 


THE KANSAS CASUALTY & SURETY CO. 
J. C.O. MORSE, President WICHITA, KANSAS 


** Conservative but Aggressive” 
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: mic : 
Eieterchilel 
@)jtitelatel 
ATTACH PURE LIFE 
CONTRAGIES for INSURANCE 
ICN OF ABILITY PROTECT 


iS ae 


Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money ‘in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 


H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 























GENERAL AGENCY OPENING FOR 
-NORTHERN WEST VIRGINIA 
‘Two good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 


Address West Virginia, care of THe SpxcrarTor, 
P. O. Box 1117, New York City; N. Y. 
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MARY, YOULL HAVE mf 
carry THIS: I CANT 
SUSTAIN 1T ANY 







Ce ee 
til in 
Chases . 





CANT CARRY | 

IT HOW CAN 

YoU EXPECT 
ME TO. 







<a 
Seed 






_ = — 






TOT TR) 









So a \ \ 


ell AY > =~ 























“SHIFT IT TO THE SHOULDERS OF LIFE INSURANCE” 


Life Insurance Men: 


Jp 
/ : 
/ 


A Contract with our company will insure you 


A PROSPEROUS YEAR 
Best Policies Write us 





Uietiss 

















Best Commissions 


Reserve Loan Life Insurance Company 


Indianapolis, Indiana | : 
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